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SEE the BUYING CHECK LIST on page 34 December 17, 1959 





100% NYLON TWISTED 
STARTER CORDS CHALK LINE 


100% NYLON ES 
BRAIDED CORD cs fa peptpareet 
Big sell in small space. Display : BRAIDED GARDEN 
rack free with initial order for MASON’S LINE 


4 or more reels. 


See Back Cover for MORE 
64) [ei etee mae), Mote) -je7-¥eq = 


These are the big SPRING sellers . . . ask your jobber now ~ L CO r DAGE 


about the King Cotton Line. It's packaged and priced to sell’ 


105 DUANE STREET * NEW YORK 8. N. Y. 





‘There is nothing finer than a DIAMOND™ 


The DIAMOND and DIAMALLOY trade-marks 
assure the user lifetime service satisfaction 
in wrenches, pliers and snips. The finest tools have 


these trade-marks... 
<> <DIAMALLOY MALI K, Sold by 
. - fy Leading Distributors 


Manufacturers of fine forgings for over fifty years! 


DIAMOND TOOL and //0''seshoe(, 


DULUTH, MINNESOTA e TORONTO, ONTARIO 





DULUTH 


NUS.A 


DIAMOND 
MADE , 








TELEPHONE FA. 3-4901 
TWX —SPFG 0-161 


a ies SWEEPER COMPANY 


ESTABLISHED 18684 


SPRINGFIELD, OHIC 


As 1959 draws to a close...I wish to thank all who 
made this the greatest of years in Parker Sweeper 
history, possible. 


The quality and workmanship of Parker Lawn Sweepers 

is finer today than ever. This, plus the fine co- 
operation of each of you in displaying and demonstrating 
the advantages of Parker Lawn Sweeping has made 1959 
an outstanding one for all. 


And we see the dawn of 1960 as a year far brighter than 
any to date. 


The line is stronger than ever with the addition 

of the Suburbanite, the Estate Master and the brand 
new Trailette...each of these models designed to 
cater to the growing garden tractor and riding lawn 
mower market. 


Our general theme for 1960 reveals the real benefits 
of Parker Lawn Sweeping..."Stop Raking and Start Living.“ 


And our merchandising theme...demonstrable "Roto - 
Sweep Action" will make consumers stop, look and buy. 


Best of all, our expanded advertising program of 
newspapers, magazines, television and radio will sell 
Parker Sweepers right down at the loca! level... 
actually bring customers into your store to ask for 

a Parker...by name. 


Sincerely, 


Richard W. Parker 
President 
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THE NICHOLSON NH-48 FILE ASSORTMENT 


You get 48 fast-selling files ...each complete with 
a brand new, exclusive Hi-lmpact plastic handle. 
Each mounted on a bright merchandising card with 
use suggestions and prepriced. Each sealed within 
a gleaming clear plastic skin to stay factory-fresh 
till sold. And you get a FREE metal display for 
counter or pegboard with the assortment. 


RevaiLers all over the country report this combi- 
nation to be a great spur to file sales. They're sell- 
ing more files. They’re selling them faster. They're 
selling them more easily. And all because we've 
brought file merchandising up to date. 


If you have ordered your NH-48 assortment 
(BDH-48 assortment if you carry Black Diamond 
brand), check your supply. If you haven’t ordered, 
make a note in your want book. Right now’s a good 


time to do it. LSC 
Want more facts? Circle 
4 «© HARDWARE AGE, December 17, 1959 
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HERE’S WHAT YOU GET AND WHAT YOU MAKE 
NH-48 Nicholson File Assortment 

Dealer Cost Suggested 

Per Doz. Retail, Each 
6—10” Mill Bastard $8.40 $1.05 
6— 8” Mill Bastard 6.80 85 
6— 6” Mill Bastard 5.60 .70 
6— 6” Round Bastard 6.00 75 
6— 6” Slim Taper 5.20 .65 
6— 6” X Slim Taper 5.20 .65 
6— 6” XX Slim Taper 5.20 .65 
6— 7” XX Slim Taper 6.00 75 
Retailer’s Assortment Cost. . $24.20 
Retailer’s Selling Price. . . . $36.30 
Retailer’s Profit . o «© o Slave 








OL. ty 
<* So gy... 
\ ah. Gee 
Ui s.a.* ik —s 
N NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 
102, p. 45 
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Keep up to date on new hardware 
items and sales aids with this listing. 


Beating a dog 


Don't stop learning 
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There’s money to be made in plumb- 
ing sales with this profit formula. 


Don't overlook plumbing profits 
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How you can be more successful in 
a shopping center location. 


26 


A dealer seeks the female trade, finds 
profit worth the effort. 


Sell more to women 
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The annual HA Housewares Merchandising Guide 
issue looks ahead to the soaring 1960’s. You'll read 
about the boom ahead, and the steps to take to share 
in it. 
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Show this man these pliers 
and he’ll buy them.,.. 
from YOU! 








Specially Designed 
ELECTRONICS PLIERS 


Many of your customers work in electronics either profes- 





sionally or as a hobby. They need special pliers . . . pliers 
made with surgical instrument precision. We know because 
we asked them—-lots of them, right at their benches what 
they wanted in pliers. Here is the answer . . . four long-reach 
CHANNELLOCK Pliers that satisfy 90% of their needs. Show 


your electronics customers these specially designed 












No. 718 
FLAT- NOSE 


pliers and they’ll buy ther 






... from you! (Electri- 


\\ 


END CUTTER 


cians like ’em, too). 





No. 728 
DIAGONAL 
CUTTER 





No. 738 
ROUND-NOSE 


FREE DISPLAY § oa 


Your customers will eye 
‘em and buy ‘'em from 
this compact, 3 color 
— display. Easeled for the 
counter... grom- 
meted for the wall. 


CHAMPION DEARMENT TOOL COMPANY © MEADVILLE, PENNSYLVANIA —~ 
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Editorial 


by W. A. Phair 


weet comes” Beating a dog... 


William A. Phair, editor 

E. L. Barringer, managing editor : Sl 

Kenneth A. Heale, feature editor “Dealers don’t know a good thing when they see it. 

James M. Dixon, associate editor 

R. C. Rittenhouse, associate editor 

William P, Farrell, assistant editor - 
George H. Baker, Washington editor és — : ° : ?mn’ ) ’ 
ree Seas’ @iketcr aden Dealers are dead on their feet; they just won’t promote 
Nei! R. Regeimbal, Washington editor 


Uke iduken TF" Ciccters edltes If I had a dollar for each time I heard comments like this from 

hieit Wittens a manufacturer, I’d have a pretty big bank account by now. I do 

Washington member editorial board not believe these statements are true, but some men in the hardware 

Robert Gunning Associates trade do believe them. Why? 

Readability consultants 

J. S. Torrey 

Manager, Reader Service Over the course of the years, I’ve visited with many, many dealers 
BUSINESS STAFF all across the country. I’ve spent a lot of time with them, and fF 

C. C. Read, advertising manager know they are always looking for good promotional ideas, and they 

ca a” Gichenen eedediiee sanenas will use these ideas when they find them. Yet, some promotions just 

——. never get off the ground. Why? 


Boston 10, Mass. 

John G. Wilcox, 10 High St. 
Telephone: Liberty 2-4460 _ - . 
Perhaps it’s because some promotions are designed from the manu- 
New York I7. N. Y. 


-' - Uadlonntt & Bee facturer’s viewpoint, rather than the dealer’s. In running any kind 

Telenh ene Outecd 7.3400 of a business, it seems to me the big problem we all face is never 

Philadelohia 39. Pa. forgetting that our success is based on the usefulness of our product 

Cee © BO TR. ane or service to other people. 

Cleveland 15, Ohio 

930 bE kalth Bide. How much we may personally like an idea is not important; the 

Telephone: Superior 1-2860 final measurement is how well do our customers like the idea. Here, 

Boivelt, 5 ERe.. I feel, is where we may find the cause of the failure of some promo- 

714 Stephenson Bida. tions. 

6560 Cass Ave. 

Telephone: Trinity 4-1616 

Whine, E! Comishep—Jemes L. Phillipe Sometimes we run across an idea that appeals to us. The more we 

ph Beg hn study it, the more enthusiastic we get. Because we think it’s good, 

ARES we expect other people to feel the same way. But sometimes, for very 

Frank McKenzie good reasons, they don’t share our feelings. When this happens, I 

loloohane. Undeshit 1.9737 don’t think we can accuse the others of being stupid. Instead, we 

sain: Madiiadinien tle Ge should realize that there is some weakness in our own thinking. The 

a oe ee > Severs St. fault, most likely, is with ourselves, not the other fellow. 

Atlanta 3, Ga. 

sae SS SOLOS ee, Sees. aw Ene When you have spent some time with dealers and wholesalers you 

ii id quickly realize that they are serious businessmen, very anxious to 

Bh Le Biaog Jing run a profitable business. You also learn that they are sharp and 

peprewway gt Milton discriminating. They must be, to stay in business. And when a good 
| | | promotion idea comes along, they jump on it. If the promotion has 

e Philadelphie 39° Po. SHerwood 8.2000 no value, from their viewpoint, they will ignore it. 


I often wonder if manufacturers have considered the task a dealer 

faces in deciding which promotions to use? His daily mail is flooded 

Charter Member with all sorts of deals and promotions. These come not only from 
normal hardware channels, but also in large volume from importers, 
from liquidating firms, and many others. On top of this must be 
counted the many promotion suggestions submitted regularly by 
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Editorial 


continued 


wholesalers. Thus, at any one time a dealer has literally hundreds of 
promotions to select from. 


A dealer can handle just so many promotions. So, which ones does 
he select? This is important to the individual manufacturer. A dealer 
reacts just as you and I would. He picks the promotion he believes 
will do the most good for him. He draws on his past experiences, his 
knowledge of his customers, and then decides. 


If you understand this background, it becomes apparent that if a 
promotion doesn’t go over reasonably promptly, it would be wise to 
withdraw it and give it a good examination for weaknesses. Con- 
tinued pushing of this promotion won’t do any good. Beating a dead 
dog never revived him. 


. , 
Don't stop learning — 


How many salesmen have ever asked themselves, “How good am 
I as a salesman? Am I any better today than I was a month, or a 
vear ago?” 


An honest answer to these questions would, I suspect, force many 
salespeople—retail, wholesale, and factory—to admit that there has 
been very little, if any, improvement in their selling ability. 





In other professions, and I believe selling is a profession, it is 
customary, and necessary, to make a continuing effort to keep up 
with new knowledge as it develops. We find in editing and publishing 
HARDWARE AGE that we must spend some time each year in “school” 
to keep abreast of advances in communication techniques. As a matter 
of fact, I spent the past Saturday and Sunday in a class room. 


If folks in other professions find it necessary to keep abreast of 
new information, isn’t it also necessary that salesmen do this? Per- 
haps some salemen do this, but my observations are that most sales- 
people overlook this need. 


How can you keep abreast of new ideas? One way is to try and 
attend some of the refresher courses in selling that are run periodi- 
cally in many cities. Another method is to read. This is probably the 
simplest method, yet it is very effective. 


There are many specialized magazines you can read. There are 
also hundreds of very good books. If you would plan for yourself 
a program of reading one new book a month, I am positive that you 
would find your selling effectiveness greatly improved. 


Which books should you read? A salesman asked me that question 
a short time ago, so I enlisted the guidance of some authorities on 
selling and put together a basic list of books for salesmen. This list 
is just a starter. Once you get going, you will be able to select other 
books that are of immediate value to you personally. 


If you’d like a copy of this list of books, drop me a note with a 
self-addressed envelope and I'll be glad to send it to you. Why not get 


started right now? 
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\ Most flexible, practical : 
@ ~ bolt merchandiser ever offered! 


At least one out of every five customers who comes into your 
store needs bolts of some kind. But waiting on them personally 


eee" © @¢~*6 . 
e ® 


takes valuable sales time. Now Lamson provides you with a 
timesaving, profit-building answer— Lamson “Serve Yourself” . 
Bolt Trays. They’re so flexible and compact you can spot them 
anywhere. They make bolts a profitable self-service item for you. 
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LAMSON “SERVE YOURSELF” BOLT TRAY 
with zinc-chromate plated bolts 

















ee ee 


TOOL DEPARTMENT—BoltTray attracts 






CHECK-OUT COUNTER — It's easy for HOUSEWARES COUNTER — Bolis may 
more traffic to department. Often sug- customers to forget to buy bolts. A Bolt suggest related items — or vice versa. 
gests a tool purchase—ortool buyeris Tray placed nearthe check-outcounter The Bolt Tray is attractive enough and 
reminded he needs some bolts. or cash register builds impulse sales. - flexible enough to fit in any display area. 





All bolts plated for eye appeal. Nuts included. Choose 
the type of bolts your customers ask for most often— 
machine, carriage, lag, stove, cap screws. Refills 
available from stock. Ask your Lamson Distributor 
for full information. 


q LAMSON €& SESSIONS 


hep. 5000 TIEDEMAN ROAD + CLEVELAND, OHIO 
Plants in Cleveland and Kent, Ohio * Chicago and Birmingham 


Want more facts? Circle 104, p. 45 
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WASHINGTON 


Nous 





FTC holds open conference: 
seeks way to educate public 


Continuing its crackdown on business 
cheaters, the Federal Trade Commission will 
hold a major conference on public deception, 
Dec. 21-22 at Washington, D. C. 

FTC will probe ways that the public can 
assist it in the get-tough fight against trickery 
in advertising and selling methods. 

This conference on public deception will be 
the first ever conducted by the Commission. If 
the meeting produces solid results, FTC says, 
in the form of public education on how to stop 
being victimized by illegal selling methods, 
more conferences will be scheduled. 

Among discussions by some 47 national 
groups, such as the National 4-H Foundation, 
will be: Fictitious pricing, bait advertising, 
trickery in direct selling (as found in sales of 
books and real estate), and false advertising. 


outlook 


If you have evidence of public deception, or 
sound ideas on how it can be licked, get in touch 
with the FTC. This fight is gaining strength. 
Every bit of evidence; every concrete idea will 
help in the important battle against fakers who 
destroy public confidence. 


Tight money will cut back 
new home starts next spring 


New housing starts will drop by about 10 
percent next year, government experts predict. 

The U. S. Commerce Department says that 
home construction next year will total about 1.2 
million units. This would be 125,000 homes 
fewer than will be started this year. 

The most serious home-building dip will occur 
during the early part of 1960, the government 
believes. It will be caused mostly by the present 
shortage of mortgage money. 

The factors causing tight money, however, 


A SUMMARY OF EVENTS THAT WILL AFFECT YOUR BUSINESS 


should ease next spring. The home-building rate 
for the last half of 1960 should be close to the 
near-record rate of this year, these experts say. 

The same factors which will slow home build- 
ing may also cut spending for additions and 
alterations early in the year. 


outlook 


Plan for a brief slackoff in sales of builders’ 
supplies and other items connected with new 
home construction in early 1960. But look for 
a pickup by late spring. 


Another round of postal rate 
boosts seen likely in 1960 


Mailing costs are going up again. 

The Post Office Department recently won 
authority to boost parcel post rates by an aver- 
age of 17.1 percent. The increases, depending 
on distance shipped and size of packages, range 
from 1 to 35 percent. 

The higher rates will cost mail users some 
$88 million a year. Postal officials plan to put 
them into effect on Feb. 1. However, the rates 
have been appealed by a group of mail users, 
which could delay the effective date, or possibly 
reverse the action. 

Meanwhile, the Eisenhower Administration is 
set to ask for another boost in first class mail 
rates. Congress this year turned down a request 
for another i-cent hike in first class rates. A 
2-cent boost may be asked in 1960. 


outlook 


With postal costs continuing to rise, and the 
deficit standing at $650 million a year, some 
higher rates are almost certain in 1960 or soon 
after. Increases may run close to 20 percent. 
It’s another added cost to be considered in your 
budget and promotions. 


Want more facts? Circle 105, p. 45 —> 
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@| ONE SOURCE FOR ALL YOUR 
| CUSTOMERS’ REPAIR NEEDS... 





REPAIR CENTER 


FREE Self-Service Merchandiser... 
Spurs Impulse Buying 


Here’s the point-of-purchase display that sells more materials for you 
. and at the same time saves your valuable selling time. 


Only 25 inches high and 9 inches wide, the Devcon Repair Center 


revolves to allow your customers to select the Devcon repair 





material they want. . . to complete any home, auto or boat repair job. 
And the Devcon Repair Center is offered FREE to you in combination 
with 24 packages of famous Devcon repair materials. 





Plastic Steel’ —veveon’ Rubber DEVCON® 2700 


the original epoxy repair 
material. Nationally 





DEVCON” ALUMINUM 


for hundreds of repair jobs. 
Is non-shrinking, non- 


real rubber in a semi-paste 
form. Forms tough, 
permanently flexible 


waterproof repairs on 


the EPOXY “SUPER 
GLUE’’. So strong a 
single drop supports 2 tons. 
Hardens to a glossy white 
porcelain finish... 


excellent for repairing 


advertised and publicized, 
it has 1.000.000 uses for 
permanent repairs. Bonds 


and seals all types of 


rusting .. . can be painted, 
drilled, sanded. Another 
epoxy repair material 
available in kit or 
“‘blister’’ package. 


metals, rubber, wood, 
glass, porcelain, plastics, 


metals, wood, glass, fabrics, etc. 


cracked porcelain fixtures 
porcelain, concrete and 


and household appliances. 
other materials. Available 


' 
either in self-selling kit or MAIL THIS COUPON TODAY! 
“blister” package. = 


To: DEVCON CORPORATION, 401 Endicott St., Danvers, Mass. 


[] Please forward Devcon Repair Center. | understand my 
ON THIS Wave YOU RECEIVE . jobber will bill me. 


ice aca $3.2- [] Please send more details. 
at A Bargain Pr $5.88 63 

6 R- | 5 88 | 

53 @:10 ) 
veneer te! : ® 40 pee 5.53 Name (please print)............+56: réeedwenes 

— no changes in 4 R-20 $94 52 $ \ 4 V 
types or quantities TOTAL ad : EE 
= » 


can be ollowed. ving Display Street, City, State.......... 
Revo vi 


$28.52 


My Jobber Is........... 


HARDWARE BUSINESS 


outlook 


TRENDS AND FACTS TO HELP YOU PLAN FOR THE FUTURE 


New sales record set... 

The last quarter of 1959 may well be a record breaker. Three of 
the largest retail chains report November sales higher than in 
1958. Sears and Spiegel report record sales in November, while 
Ward’s expect November and December sales to be well above last 
year. Sears’ November sales climbed 8.5 percent higher than last 
November. Spiegel’s sales in November were the highest in the 
company’s history, up 6 percent from last year. Sears’ sales 
through November this year were up 9.6 percent from the same 
period last year. Spiegel’s sales for the 11 months ended Novem- 
ber were up 41 percent from a year ago. 


Record year in view... 


Consumer spending for goods and services next year will surge 
to $18 billion beyond the 1959 total, predict economists of one of 
the country’s largest insurance firms. This prospect is an impor- 
tant factor in their belief that the country’s gross national product 
will climb to a record $509 billion in 1960, as compared with the 
estimated 1959 total of $480 billion. Business spending for new 
plant and equipment in 1960 is visualized by the economists at 
$50 billion—$6 billion more than 1959. 


Manufacturers will cooperate... 

Next year is shaping up as one of the best yet for dealers who 
want to count on co-operative advertising aid from manufacturers. 
More manufacturers than ever before have said “Yes, we have 
co-op money,”’ in response to a HARDWARE AGE survey which will be 
published in the Dec. 31 Housewares Merchandising Guide issue 
for 1960. This issue contains a complete review of manufacturers 
who have co-op funds, as well as media allowed and policy state- 
ments. 


Wholesalers sales rise... 


October sales for wholesalers in the hardware, plumbing and heat- 
ing goods group rose one percent above September, and two per- 
cent above October 1958. The October gain kept the average for 
the first 10 months of 1959 some 12 percent ahead of the like 
period last year. Inventories for the group in October were down 
two percent from September, but up two percent from October 
1958. 
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is) hele)’. Products 


Famous For Quality and Performance 


i Pebatelshwatet-Men Cctavdela Qkelam:\Ulaslelab4-tomm 21.1% °) -@e-y-Tadlad- Melee ites al 


*& NEW COMPLETE LINE 
*& NEW FEATURES 
*& NEW LOW PRICES 


The new line of Pincor Mowers is the 
most complete and with the newest 
features: New more powerful Pincor 
Engines; New fingertip cutting height 
adjustments; New stop and go handle 
control. Prices are the lowest, profits 
for you are the highest. 

Other Pincor Products, portable 


electric power tools, gasoline engines, 
and electric generator plants are also 
quality and performance pro ed 
through years of service—and profit 
making too! 

Write, wire or phone for the New 
Pincor Plan for increased sales and 
more profits from them. 








} 





MODEL 817-E 
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Power Lawn Mowers « Electric Portable Power Tools + Gasoline Engines « Electric Generating Plants 
Want more facts? Circle 106, p. 45 
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MERCHANDISING 


- Newsletter 


A REPORT 7O HELP YOU MAKE BETTER LONG RANGE PLANS 


sunday Blue-Law hassle grows. So-called Blue Laws which prohibit 
Sunday sales of "non-essential" goods are being challenged on 
many state and local levels. Headlines are being made in the 
Minnesota, Ohio, Pennsylvania, and New Jersey courts. Many Blue 
Laws date back to the Revolution. Many of them are being chal- 
lenged on the basis of religion and Constitutionality. There's 

no firm trend apparent as to where the laws will stand after 
litigation, but heavy fines are being levied in areas that enforce 
the laws. If you favor Blue-Law enforcement you'd better make 
your opinion known. Enforcement is generally local in nature, and 
largely the result of local sentiment. 



































Evaporative coolers gain strength. Manufacturers are introducing 1960 
electric fan lines, and a new trend is seen: Fewer models of portable 
and window fans . .. and more models of evaporative coolers. One of the 
biggest fan maker's 1960 plans include four models fewer in its fan liue, 
but three new models of coolers. Most popular retail price range for 
coolers runs $35-$70, though there are many price variations. Perhaps it 
would be wise to give more thought to coolers in your 1960 planning. 
Coolers have been in favor for years in arid climates, now they're 
gaining popularity everywhere. 


























No. 1 basic staple item? Last year, hardware dealers sold well 

in excess of $21 million worth of incandescent lamps (besides $10 
million in fluorescent lamps), making this low-priced line the 
best dollar producer by far of all housewares. These figures are 
from a just concluded nationwide survey of dealers by Hardware 
Age. The lamp bulb is far ahead of more glamorous big-ticket 
lines. This makes a point for your planning: Don't take small 
everyday staples for granted. They add up to big sales volume. 


























Closed-door discounters spread Eastward. A price cutter found mostly in 
the Western states, the closed-door discounter, is expanding Eastward 
rapidly. This discounter has restricted membership; charges a fee to 
belong. It caters to government workers and veterans. Close to 50 of 
these multi-million dollar stores now operating or set for openings soon, 
from Honolulu as far east as Baltimore, Md. Further growth of these 


Supermarket-style bargain houses poses a serious competitive threat to 
all old-line retailers. 
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Sigg IN SALES 
ee «SC IN PERFORMANCE 
..» IN PROFIT 
IN PACKAGING 
IN CONSUMER ACCEPTANCE 


SNAP-CUT is the No. 1 Pruner. The 
original anvil pruner, the most profitable 
pruner for you to carry, the best selling 
pruner by far... just compare the famous 
No. 119 Snap-Cut Pruner with any other 
pruner. Compare the finish, compare the 
profit, compare the package, compare the 
all replaceable parts feature, compare the 
price, and you'll agree that this is the No. 
1 Pruner for this season. 


SEYMOUR SMITH 


| SEYMOUR SMITH & SON, INC, 


Quality Tools Oakville, Connecticut 
Since 1850 


Sales Representative 


John H. Graham & Co. Inc., 
105 Duane St., New York 8, N. Y, 


Want more facts? Circle 107, p. 45 
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NOW from FRAM. . . world leader 
FRAM permachem treated Air Filters 


new FRAM 


permachem treated 


AIR FILTERS 


Kill 99+-% of the germs that breed in filters. 
¢ Stop mold, mildew, musty filter odors ¢ Hold 
up to 34% more dust in AFI test procedures 
¢ Exclusive anchor-locked frame cannot settle, 
vibrate, blow, or soak loose ¢ In sizes for all 
forced air furnaces and air conditioners, also 
rolls and pads. 


IMMEDIATE 
ACCEPTANCE 


BY ORIGINAL 
EQUIPMENT MANUFACTURERS 


Eleven leading manufacturers of air condition- 
ing equipment have already selected FRAM 
permachem treated Air Filters for use in their 
1960 models. (Their names will be announced 
in December.) FRAM’s sensational plus fea- 
tures will be promoted by these manufacturers 
in their sales and merchandising programs. 


Want more facts? Circle 108, p. 45 
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in filtration. . . the sensational new 
= -_ — - for you! 


permachem treated” 
AIR FILTERS 


FOR HEATING 
FOR COOLING 


POWERFUL 
ADVERTISING 


FEATURES THIS SEAL 


Big-space ads in national magazines including 
THE SATURDAY EVENING POST, news- 
papers, and radio are telling your customers 
about the advantages of FRAM_ permachem 
treated Air Filters. Merchandising aids featur- 
ing FRAM permachem treated Air Filters are 
being used by original equipment manufacturers 
and are available to you. 


GET THE FACTS TODAY! write 


* 4° — ~ - 
‘ } > 
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“YOU'VE NEVER MADE 


SUCH PROFITS 


from air filters before,’ says Theodore F. Low, 
President of Sims Corporation, Providence. 
“You can’t miss with Fram’s profitable pricing 
policies, merchandising 
support, and Fram’s famous money-back 
guarantee.” 


selective distribution, 


FRAM CORPORATION Dept. FAC 
Providence 16, Rhode Island 





Want more facts? Circle 108, p. 45 
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Here is the inventory sheet you helped to design 


Inventory counting simplified 


with these new sheets 





seine INVENTORY RECORD — 
HARDWARE AGE DATE 
DEPARTMENT ENTERED BY CHECKED BY 
LOCATION PRICED BY CHECKED BY 

CALLED BY EXTENDED BY f ERRORS EXM'D BY 


Keep Your Figures and Fractions in the Columns. Be Extremely Careful That You Do Not Mix Your 


Single Units with Dozens, or Dozens with Gross Quantities 





Order additional copies from HARDWARE AGE, Chestnut & 56th Sts., 


Philadelphia 39, Pa. 














COST PRICE : ; 
ARTICLE WITH NUMBER OR SIZE or COST RETAIL RETAIL 
QUANTITY UNIT UNIT TE _ ore sxveenarne | 
Spaces below set for double spaced typewriter replacement EXTENSI| IC x) 
; 
oe cs rm «rm 
— | | 

oe = ae is = 






























Totals 

















7% 














We asked hardware dealers what they wanted 
in an inventory counting and record form. Their 
answers are incorporated in the new HARDWARE 
AGE Inventory Record forms. 


Thousands of dealers have used HA Inventory 
Records in the past, because they are practical 
and easy to use. The revised forms will make 
your inventory taking even easier. 


Inventory sheets come in two styles—white and 
yellow. Both types are ruled to permit use of 
typewriter (double-spaced) without adjusting 
machine. All sheets are punched for loose-leaf 
binders. 


White sheets (illustrated above), Form CC402, 
have 25 listing lines on each side, on good bond 
paper. Prices, postpaid, are: $1.35 per 100 sheets, 


Sample of white inventory sheet. 


up to 500 sheets. Over 500 sheets, $1.10 per 100 
sheets. Overall size of sheets: 9144 x 1134 in. 


Yellow sheets, Form CC 401, have 36 listing 
lines on each side on high quality yellow paper. 
Listings include: article name, unit, cost price, 
unit, cost extension, percent discount or deprecia- 
tion, amount of loss taken. Prices, postpaid, are: 
$1.75 per 100 sheets up to 500 sheets; over 500 
sheets, $1.50 per 100 sheets. Overall size of 
sheets: 10 x 1514 in. 


Make your inventory taking easier this year 
by ordering a supply of these new forms now. 
Please send check with order to HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39. Make 
check payable to HA Reader Service Dept. Spec- 
ify color or Form Number. 
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“BOB CUMMINGS is the 
o4 STAR SALESMAN 


for the all-new Porter-Cable 
SUBURBAN RIDER LINE for 1960 


The entire Bob Cummings family has joined YOUR sales organization to make this your 
biggest selling year ever for Porter-Cable suburban riders! Known to millions as the star of 
TV's popular ‘‘Bob Cummings Show,"’ Bob and his real life family will tell all America that 
yard care is fun with a Porter-Cable rider. And, they'll carry this message in the biggest 
advertising and sales promotion campaign in the industry .. . from big national ads and 
dramatic in-store promotions to colorful selling aids. A complete line of quality riders ...a 
well-known star .. . coupled with a hard-hitting merchandising program add up to the biggest 
dollar profit and the most valuable rider franchise in the industry! 














The Line is BIG... 
K The Promotion is BIG... 
» The Profit is BIG... 


WHEN YOU HAVE A PORTER-CABLE FRANCHISE 


The big Porter-Cable Deluxe Rider line is an outstanding 
example of leadership in design and engineering. Every 
model features sleek automotive styling . . . husky power 
and performance . . . five forward speeds and reverse. 
Exclusive Select-A-Cut provides 8 cutting heights instantly! 


From the jumbo balloon tires and coil spring suspension 
to the famous Speedmatic transmission . . . Porter-Cable 
Riders are packed with performance features that sell on 
sight. Rotary, reel, and battery-operated key-start models. 
Your customer can choose the Rider that best fits his lawn. 


Melinda Cummings 
on the Porter-Cable 


Mark 30 Reel Mower 
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Mary Cumming 
Mark ‘1 
Suburban Tractor 


admire the 


Mark 26 Rotary Mower 


Designed and priced for the 
“country gentleman,’ 
the new Porter-Cable 

Mark 1 looks and performs 
just like a big tractor. 

And, it delivers more power 

than any other suburban 
tractor in its price class 
Extra profit, too, from the 
full line of attachments 

and agricultural implements 
which are available 


Patricia and 


Robert Cummings 
on the Porter-Cable 
Deluxe Power Unit 


Introducing the all-new Mark ‘‘24’’ Rider with exclusive Porter-Cable 
features at a moderate price. Compare the smart styling, 

the extra long frame for comfort, the engineering and construction, 
the outstanding performance... and you will agree that the 
newest addition to the Porter-Cable line is head and shoulders 
above any other model in its price class. Low-cost attachments 
make Porter-Cable Suburban Riders useful the year ‘round... 
rollers, gang mowers, garden carts, seeders, aerators, 

lawn sweepers, snow plow-graders. 


Ride along with Bob Cummings and Porter-Cable to your biggest mower 
year ever! For full information write: 


PORTER-CABLE MACHINE COMPANY 
GASOLINE PRODUCTS DIVISION 
904A MARCELLUS STREET - SYRACUSE 1, NEW YORK 











Pipe threading is the heart of an active plumbing 


Von't overlook pl 


Here is what it takes to have 
a full range of products and services 
to satisfy the plumbing needs of 


customers in a suburban trade area. 


You've got to get into the plumbing business with 
both feet to make it pay. 

By offering customers a well-rounded stock of 
pipe, fittings, and related appliances, together with 
service facilities, Crowley Hardware, Taylor, Mich., 
has boosted its business in this often neglected de- 
partment to around 18 percent of total volume. 

Currently, plumbing sales are running around 
$25,000 of an annual $140,000 volume. This is the 








Hardware Age 


feature articles 
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department. 


umbing profits 


result of steady policy, not spectacular promotion. 
When Alden Peterson bought the business in 1950, 
gross sales ran $35,000, and the plumbing depart- 
ment about $6000. 

“This is a community of many do-it-yourselfers,”’ 
Mr. Peterson says. “They added rooms or bathrooms 
to small homes. They were people who came out 
into our township to escape high taxes, built a 
small home, and then added on to it from time to 
time.”’ 

For these people, installing their own pipe and 
accessories has been an essential part of their pro- 
grams of economical home improvement over the 
years, a steady source of business which Mr. Peter- 
son has catered to. 

Centrally located in Taylor Township and locally 
well-known, Crowley Hardware serves an area that 
has grown from about 9000 people in 1950 to 54,000 
today. 

Originally a semi-rural area of settlements and 
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Don’t overlook plumbing profits 
(Continued) 


small farms, it has become a remote suburb of 
Detroit. 

As the trading area grew, Crowley Hardware 
grew with it. Despite the intensive competition 
which has come with this growth, this community 
hardware store has developed into a natural center 
for pipe and accessories. 

The nature of demand has developed too. In the 
earliest days, much of the area did not have water 
and plumbing. Water lines and sewers have now 
been installed in most of the built-up area. 

A good range of basic pipe stock and fittings is 
the foundation of the growing plumbing department. 
Pipe is conveniently racked in the rear outside area. 
The range of standard pipe in stock covers cast 
iron soil pipe from 3 in. to 4 in.; black fittings for 
gas lines from '% in. to 1% in.; and galvanized pipe 
from ‘x, in. to 2 in. 

There is a full range of fittings in the corre- 
sponding sizes. About 500 different fittings are 
carried in stock, mostly in appropriate bins in the 
store. Each is plainly marked and classified to 
speed self-selection. 

Do-it-yourselfers frequently pick out their own 
needs and seem to have an adequate knowledge of 
the items they want. 

Crowley’s is a typical 50 x 110 ft hardware store, 
with an annex about half this size. The annex is man- 


Part of Crowley's 500-item plumbing supplies stock. 


r. 





aged by Mrs. Peterson and features party gift mer- 
chandise. 

There is another annex about 30 x 40 ft in the 
rear for warehouse and shop purposes. 

This is a store which has established itself in 
the minds of community residents as the convenient 
place to go for do-it-yourself and plumbing mer- 
chandise. 

Pipe-related appliances account for about 25 per- 
cent of the total plumbing sales. Each helps to sell 
the other. 

Appliance sales total about $1500 for space heat- 
ers; $1200 for sump pumps; $1200 for cabinet sinks; 
$1000 for closet combinations; and $900 for washing 
machines. 

Each appliance sale means a sale totaling about 
10 percent of the appliance’s value in pipe and 
fittings. 

In the past, oil space heaters accounted for heavy 
sales volume. Later, gas utility lines were laid, and 
the trend leaned to gas space heaters, in many cases 
replacing oil units. 

Much of the area does not have storm sewers yet. 
Accordingly, sump pumps account for a _ consider- 
able segment of sales. 

Price ranges of key appliances give a key to what 
plumbing means in the store. Space heaters aver- 
age $150; cabinet sinks, $125; washing machines 
run from $149 to $249; closet combinations average 
$30; and sump pumps, $50. 

Crowley Hardware sells but does not stock other 
large items such as bathtubs, because of lack of 
space. Such items are sold from the catalog, and 
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Bulk pipe is racked at the rear of the store, handy to truck delivery and the threading machine. 


occasionally a complete bathroom outfit is sold. 

“I think our pipe business comes from our repu- 
tation in the community and our history of carrying 
au complete line. Then too, everyone knows we do 
pipe threading,’ Mr. Peterson says. “No customers 
are disappointed here. They know they can get 
about any conceivable fitting for pipe. 

“When we are showing appliances, the nearby 
pipe department is in plain view of the customers. 
They ask about fittings. We tell them that we can 
service them with any fittings necessary for the 
installation. 

“The fact that we carry the pipe and fittings is 
an important factor in closing appliance sales. 

“On the other hand, the pipe and fitting customer 
learns that we have appliances (he cannot escape 
seeing them when he looks at fittings). When he is 
in the market later, he naturally thinks of us. The 
two aspects complement each other very effectively.” 

“The whole plumbing operation is built around 
one special service,” says Mr. Peterson. “The pipe 
threader is the heart of our plumbing department.” 

Mr. Peterson recently installed a bigger new 
threader, to replace an older unit. He is very happy 
with results. This larger threader handles pipe 
from ‘x, in. up to 2 in. “We do a lot of threading 
business, averaging about $2 a day,” Mr. Peterson 
Says. 

“The hardware dealer has competition from large 
chain stores, but we have the facilities and time 
for servicing. We charge what we think is a fair 
rate. 

“The hardware dealer must have a rate that is 
going to pay for the time involved, but not discour- 
age the service. There have been no complaints 
from customers on our service. They are glad to 
have someone in the community who provides this 
important function,’ Mr. Peterson says. 

Mr. Peterson’s price schedule for threading is: 
Pipe size Per thread Per cut 


” to 1/,” 15¢ 5e¢ 
34” and 1” 20¢ 5¢ 
144” to 2” 40¢ 10¢ 


All the men in the store, Mr. Peterson and three 
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salesmen, are trained to operate the pipe threader. 
The owner considers this training relatively simple. 
He is able to train a new man in two to three hours 
of practice under supervision, using some odd pieces 
for the task. 

The pipe threader is portable and can be used in 
the shop at the rear, or in the store near the plumb- 
ing department. 

Advertising calls customer attention to this spe- 
cial department. The most effective form of adver- 
tising used is a colored neon sign in the window 
next to the entrance door. 

The sign reads: “Plumbing Supplies and Pipe 
fitting.” Because the store is on a main road of 
the community, most residents see the sign often. 

The weekly community newspaper, with a circu- 
lation of 55,000, is used every week to keep the 
store name before customers. 

The space is devoted to plumbing appliances about 
once every eight weeks. The space is often given to 
water heaters, sumps, or similar items which Mr. 
Peterson believes are a good selection to introduce 
new customers to this department. The insertion 
runs around eight inches, usually with a display cut 
of the appliance featured. 

A small classified advertisement is also used every 
week, and devoted similarly to appliances. 

All store personnel is trained to sell everywhere 
in the store. This is a basic Crowley policy. 

Some specialized knowledge is necessary in 
plumbing, and steps are taken to provide the in- 
struction. 

The new employee is usually sent down to the 
wholesale company for training. Also, the whole- 
saler’s salesman calls on the store regularly and 
the employee talks with him on these visits. This 
is considered adequate training to give essential 
product knowledge. 

But Mr. Peterson feels that in selling plumbing, 
the most important method of training and acquir- 
ing product knowledge is right on the sales floor, 
through dealing with customers. The figures for 
Crowley’s consistent volume gains in pipe and ac- 
cessories give ample evidence that it works. @ End 
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How to be a success 


in a shopping center store 





David lLeeke, Sr. David Leeke, Jr. 


There’s a soaring market among 
women hardware customers, and 
it is about as big as a dealer cares 
to make it. 

This is the philosophy of Leeke’s 
Hardware, Michigan Center, Mich., 
and it’s backed by fact. 

In the late fall each year, Leeke’s 
rolls out the summer merchandise 
that many dealers allow to gather 
dust in stockrooms. The Christmas 
gift trade snaps up items such as 
power mowers, barbecues, and ice 
chests when they’re appropriately 
ribboned and signed for the holi- 
days. And who are the best Christ- 
mas customers in a_ hardware 
store? “Why, women of course,” 
says David Leeke, Jr., manager of 
the store. 

When a_ suburban housewife 
bought some paint this fall to 
decorate her kitchen, Mr. Leeke 
suggested a brightly colored kitch- 
en wall clock to add a finishing 
touch to the project. Mr. Leeke 
often uses tie-in selling such as 
this to boost his average sale to 
women. ‘‘Women are always more 
susceptible than men to related- 
item sales, when they are sensibly 
presented,” Mr. Leeke says. 

“Women are the crux 
business. 


of my 
Take them away, and 
you would erase 70 percent of my 
trade. We’re dependent upon sub- 
urban shopping center customers 
here, and everyone knows the key 
to the suburban market is women. 
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Is traffic a problem in your suburban store? Do you want 


to know the secret of more and bigger tie-in sales? Here 


are the answers from a dealer who solved these problems. 


“If the women don’t actually 
make the purchases, they’re usually 
along to make sure the husband is 
steered right,’’ Mr. Leeke says. 

“Our floor plan includes a check- 
out station for shoppers who want 
to serve themselves in a hurry, 
such as women with cantankerous 
children. Women, men, or couples 
who want advice get it from our 
four man staff, two are part-time, 
find it freely given. 

“Everything is price marked. 
Women insist on this,” Mr. Leeke 
Says. 

The Leeke store, with 2500 sq ft 
of selling space, does some $100,000 
annually in the Center Shopping 
Plaza, about four miles from 
Jackson, Mich. The center handles 
1500 cars on a busy day. 

“Women,” Mr. Leeke says, “are 
fussy customers. You can’t ever 
sell them on dirty fixtures or 
sloppy displays. You’ve got to have 
a neat, modern store. And you’ve 
got to keep the store interesting. 

“By that I mean, you have to 
keep making small changes in win- 
dow displays and interior arrange- 
ment. You have to keep leaving an 
impression that ‘something is hap- 
pening’ in your store. Yes, women 
get bored quickly with the same old 
floor plan. 

“We feature new items every 
week,” Mr. Leeke says, “and we 
never seem to stop rearranging dis- 
plays. We keep the store as spot- 


less as possible, and the store was 
first designed with women in mind 

. soft colors in walls, fixtures, 
floors, and ample 50 ft candlepower 
lighting. 

“Our store front is glass. The 
women who frequent this shopping 
center can peek in. They’re bound 
to like what they see,” Mr. Leeke 
says. 

“We have even arranged our 
merchandise displays specifically 
for women. Most of them come to 
the store from the side of our 
center which contains the big food 
store. So we have put all of the 
lines that interest women along 
displays on the side of the store 
that’s nearest to the supermarket. 

“One full side of the store is 
primarily women’s’ merchandise, 
giftwares, housewares, etc. (see 
dotted line on floor plan). We've 
got 4 ft aisles to encourage family 
shopping. And naturally, when the 
family shops it is usually the wo- 
man who makes the big buying 
decisions. 

“Many of our displays are for 
women only, such as assortments 
of $1 and $2 items for bridge or 
women’s club prizes. We also ad- 
vertise for the women. For ex- 
ample, we have had good success 
with 88&¢ kitchen gadgets in the 
shopping center newspaper. 

“Floor waxes or vegetable slicers, 
our advertising slanted toward wo- 





























































































































the shopping center news, and a lot 


Plumbing 
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to-five business. VW e are open dails Sundries Pa int Paint 
until 8 p.m. in the winter and until ; es Vv 
9 p.m. in the summer. We do two- - ee eee = 
r< 40 FT. mr 
thirds of our daily volume in the ! 
daytime, mostly to women, and Here's a floor layout designed with women in mind. 
srg a Aig eigen The dotted line shows the path women take through the Leeke store. 
ning hours. Most customers in the 
evenings are couples or whole fam- 
ilies. 
“To keep our stocks fresh and trade. We re-order fast, receive feminine trade, all of these things 
ever changing, we bank on only and mark the stock fast, and keep are most important.” 
two weeks’ stock of average items. the front bins full. We re-order on Most of Leeke’s fixtures were 
We don’t have much of a stock- a maximum-minimum principle. manufactured by W. C. Heller & 
room, for we believe in keeping “Such fast turnover of principal Co., Montpelier, Ohio. 
merchandise on the sales floor. lines gives us a chance to change Another Leeke store, the parent 
“We do believe in frequent visual the store displays often, houseclean operation, still operates on the 
and recorded checks of front stocks, often, and test many new items,” other side of Jackson. David Leeke, 
especially new items that have Mr. Leeke says. Sr., and another son, Robert, run 
found favor among the feminine “In a store that banks heavily on the parent store. @ End 
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You ean sell more to women 


How you can set up your store, stock and promote departments, to attract 


women traffic and sell more housewares merchandise and more hardware. 


“Hardware stores can and should 
be made just as appealing to wo- 
men as fine department stores,”’ 
says Robert Miller of Miller’s, the 
Woman’s Hardware Store, Winter 
Park, Fla. 

Though women today provide 
half the traffic of many hardware 


dealers, many women still do not 
regard a hardware store as a de- 
sirable place to shop. Mr. Miller 
made the extra effort necessary to 
change their minds. 

What steps did he take? 

“First of all,” Mr. Miller says, 
“to attract more women customers 


it is not necessary to have velour 
drapes, tinkling fountains, and tea 
rooms.” 

Miller’s has little in special store 
decorations that seem to be directed 
to feminine tastes. Displays are 
open, low, well-spaced, well-lighted, 
but not unusual. Many of these dis- 


Owner Miller showing a basic woman's line, shower curtains. Dozens of styles are stocked behind the samples on 


display. 


+ i 
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plays are standard units supplied 
by manufacturers or jobbers. 

Two things bring the women in, 
time after time, according to Mr. 
Miller: 

(1) There always are wide varie- 
ties of assortments. 

(2) Assortments are complete, 
covering a full range of sizes and 
types. 

Ordering fill-in stock for women 
is undesirable, this dealer finds. A 

‘ man, when told an article will have 
to be ordered for him, is likely to 
say “Okay.” But his wife is more 
apt to say, “Oh, don’t bother.” 
She’s itching to shop other stores 
anyway, even if she’s a_ good 
steady customer. 

Clocks illustrate the worth of a 
complete range in each line. 

Miller’s had a fair assortment of 
mantel, shelf and dresser clocks 
that were moving too slowly. Mr. 
Miller added a good line of wall 
clocks. Sales zoomed. In two months 
the store sold more volume in all 
kinds of clocks than during the 
previous year. 

In another instance, plastic shelf- 





Dishes: good for traffic, turnover, and big profit margins. 


Planters and drapery hardware are a big drawing card for women. 


~ . A 





HARDWARE AGE, December 17, 1959 © 27 








You can sell more to women §} 
(Continued) & 


stock was increased five 
times in varieties and quantities. 
Sales in this line surged to 7% 
times the previous rate. “Give 
women assortments and they will 
buy,” Mr. Miller says. 

Broadening the variety § and 
range of stock in this store gets the 
most credit for increasing average 
storewide turnover to nearly three 
times. 


paper 


Help from competitors 

[t also permits Miller’s to bene- 
fit from competitors’ advertising. 
Every time a nearby closet shop 
advertises shoebags or dust pro- 
tectors, Miller’s has a run on these 
items. This is true of the advertis- 
ing of many of the specialty shops 
in the area that compete with this 
hardware store. 

Mr. Miller also can tell, with 
out looking, what the department 
store ads are pushing each week 
by his customers’ requests. Cus- 
tomers know that if Miller’s car- 
ries a line at all, Miller’s probably 
offer the best assortment. 

This does not mean Mr. Miller 
buys everything available. He pre- 
fers one good broad line for each 
type of merchandise. 

Once established, Mr. Miller pre- 
fers to stick to that one line, plus 
fill-ins. Bargain hunting, he feels, 
too often causes inventory indiges- 
tion, as well as unbalanced lines 
and more frequent outs. 


Tell them to sell them 


With women customers, an in- 
formed sales force is even more im- 
portant than with men. 

Frequent shopping for family 
needs makes women more exacting 
shoppers. A woman will back off if 
confused about a product a clerk 
can’t explain. Then she buys the 
identical product in another store 
from a clerk who does present it 
intelligibly. 

A wallcase display of cutters and 
pliers provides an example, for wo- 
men buy a lot of hardware. The dis- 
play was behind glass, showing one 
sample of each tool. The glass was 
removed. Racks then permitted 
four to six of each tool to be 
shown. Sales of pliers and cutters 
increased more than 10 times. 
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Fact cards help women make buy- 
ing decisions. 


This. sales slip reminds cus 
tomers of the stores pur 
pose. 


At the Woman’s Hardware Store 
as Many women as men buy hand 
There are several reasons. 
Some women have learned about 
tools from do-it-yourself husbands. 
They know how to make simple 
repairs. Some women are talented 
‘arpenters, even cabinet makers. 

But most particularly, women 
buy hand tools as gifts for male 


tools. 





relatives or friends. As gifts, tools 


are preferred over many other 
hardware lines. 
The paint department at the 


Woman’s Hardware Store has 
grown at a faster rate than the 
store as a whole. 
Women seem to do most of the 
interior painting of homes today. 
(Continued on page 59) 











Open area at rear of hardware store i 


boat numbers. 





ised for display of boats. Store owner Roberts is between two of his best selling 


\ 
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How to sell marine lines 


Here is how a dealer made a major department out of marine merchandise. The key 


to success is to find out what customers want, then fit products to their needs. 


Three years ago Laurence Rob- 
erts decided to sell boats at his 
Roberts Hardware Supply, in 
Odessa, Texas. It looked like a 
good side line. Soon marine mer- 
chandise became the most profit- 
able part of his business. 

With the marine market expand- 
ing each year, Mr. Roberts’ experi- 
ence can be valuable to other hard- 
ware dealers considering this line. 
Here are sales figures from Mr. 
Also, here is his 
merchandising program. 

During the first six months of 
1959, Mr. Roberts’ sales of boats, 
and other marine supplies, were 
more than $100,000. During four 
months 126 motors were sold. 

“We don’t sell at cut-rate prices,” 
Mr. Roberts says. “Every boat sold 
brings in a nice profit. The cus- 
tomer who tries to buy one at just 
above wholesale must go 


Roberts’ store. 


some- 


where else.” 

Mr. Roberts attributes the store’s 
almost overnight success to several! 
things. 

First, he is a boat enthusiast. 
Nearly every weekend he hitches a 
boat behind his car and takes his 
family to some West Texas lake. 
Here he meets other boat owners, 
invites them to visit the store, and 
often pinch-hits as a mechanic if 
someone is having boat trouble. 

Since Odessa, population 90,000, 
is the oil well service center, Mr. 
Roberts has developed many cus- 
tomers in this industry. 

“I circulate where the oil people 
gather,” he says. “I meet them on 
the lakes, at the bowling 
and in cafes. 


alleys 
Quite often a casual 


meeting will result in the first con-- 


tact toward a bvat sale.” 
Mr. Roberts tries to make sales 
in small towns in the nearby trade 


area. He says a satisfied customer 
in a new area will bring the store 
at least two more sales from that 
area. 

When a boat customer comes to 
the store, Mr. Roberts tries to wait 
on him. First he tries to find out 
what the customer has in mind. 
Owner Roberts learns whether he 
wants a speed boat for pleasure, 
a fishing boat, if the family plans 
to ski, and what lakes it will be 
used on. Then he tries to sell the 
customer a boat to fit his needs. 

“Sell a need, not a product,” Mr. 
Roberts says. 

“We don’t overlook the accesso- 
ries either,” he adds. 

After the boat is bought, Mr. 
Roberts explains exactly what it 
will do, how to take care of it, how 
to make minor adjustments. 

Any adjustments needed are 

(Continued on page 60) 
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How Buhl uses its RAMACE unit 


Our dealers get orders filled faster, more complete. Management gets 


facts faster and has a quicker grasp of sales and buying trends. 


by Leon H. Somerall 

Manager of Systems Department 
Buh! Sons Co. 

Detroit, Mich. 


Cards to update computer's inventory and accounts receivable records 
are created from source data in this card punch department. 


4 
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Operator feeds sales orders to RAMAC in punched card form. Machine 
automatically adjusts inventory and accounts receivable records and 


prices invoice. 


Buhl Sons, Detroit wholesale hardware distributor, 
has loaded its 35,000-item inventory into the magnetic 
disk memory unit of a computer and: 


(1) Cut in half the time it takes for salesmen to 
write orders in the field... 


(2) Buys in step with market trends on the basis 
of statistics which are more current... 


) 


3) Has achieved better inventory control at all 
points, along with more precise financial analysis of 
inventory and sales activity 


(4) As a result of its mechanization program, pro- 
duced direct labor savings of 320 clerical hours 
weekly ... 


Combined, our benefits have resulted in much bet- 
ter informed management. We expect sales increases 
attributable directly to our enlightened buying prac- 
tices by having hot items on hand when they are hot, 
and from the time our computer is saving salesmen 
in the field. 

Aside from these operating advantages, the com- 
puter’s precise, up-to-the-minute control over inven- 
tory and accounts receivables enables Buhl Sons to 
institute other policies which we feel will improve the 
profitability of our sales activity. 


For example, our monthly cost accounting is per- 
formed on an average dollar cost basis by broad mer- 
chandise and profit margin classes. These class aver- 


ages are adjusted annually, according to the actual 
cost as determined by the physical inventory. 

The computer will enable us to use actual cost, and 
will parallel the present system to determine the effect 
of inventory shrinkage or gain, and measure more 
precisely bona fide inventory profit or loss. 

Also, the actual value of the inventory may be pre- 
cisely determined at any time. A forecast, exercising 
discretion as to season, velocity, etc., is being made of 
year-end requirements for each item by units and 
dollars. The forecast serves as an optimum target 
and approximates the year-end inventory value for 
financial planning. 

Prior to the installation of our computer, we policed 
our warehouse stock, reducing slow-moving items in 
stock and systematizing placement of items, according 
to a grid map in the warehouse showing aisles, areas, 
bin numbers, etc. Now, when our computer processes 
a customer order, it prints a picking list in warehouse 
location order. Order-picking efficiency is up 30 per 
cent. 

The computer involved is an International Business 
Machines RAMAC 305. This machine stores 5,000,000 
characters of information about our inventory, sales, 
and receivables in a magnetic disk memory unit. Or- 
ders are processed as they are received for in line 
processing. There is no need to batch data. 

Similarly, we can extract from RAMAC any in- 
formation needed at any given time without upsetting 
normal processing routines. And the machine picks 
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How Buhl uses its RAMAC unit 


(Continued ) 


out wanted data at random; that is, without the need 
to run down our whole inventory list serially. 

For each of our 6000 customers, the computer main- 
tains in its memory unit a separate account record 
and a separate account for each of the 35,000 items in 
our inventory. 

Kach of these accounts is kept current to the min- 
ute, insofar as our input data is complete. 

We have broken our inventory into 15 separate 
classifications for status reporting on a cycle basis to 
our eight buying departments. As a matter of course, 
RAMAC produces reports which show, for each item 
in the portion of the inventory being reported on: 

(1) Inventory status as of last report. 

(2) Total number now on the shelves available for 
sale. | 


+) Total on order. 


(4) Total sales to date this year. 


(5) Period sales and receipts of stock by item clas- 
sification reflecting activity of the past three weeks. 

Reports are produced daily summarizing all items 
which were backordered, or on which orders were can- 
celled because of stock unavailability, during the day’s 
order processing. A special symbol indicates those 
items which have been backordered or cancelled for 
the first time. 

A special report of items ordered which were out-of- 
stock for the first time is sent also to our warehouse. 
In effect, it asks for a double-check and serves an 


RAMAC delivers information and reports both 
from its own printing unit as shown here and 
f 

gisO in punched card torm. 


ee 
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indirect quality control function over our warehouse 
operation. Buyers also receive a RAMAC report bi- 
weekly recapping activity on new items. 

Stock counts were previously performed manually 
by five warehouse personnel. Only one employee now 
is required to check the out list prepared from 
RAMAC. 

Each month, data produced by RAMAC allows us 
to analyze our activity in the form of sales reports, 
sales distribution analyses, territorial analyses in- 
cluding comparison of actual territorial performance 
to salesman’s dollar value estimates, and to prepare 
detailed accounts receivable statements. 


We get fresh, accurate figures 


The value of such figures is readily obvious. Timelli- 
ness of automated reporting is a big part of their 
value. Our reports are available when they can be 
used to greatest advantage. 

To understand how these are developed, one must 
first know something of the step-by-step procedure by 
which we process our daily orders. These amount to 
500 to 900 orders for approximately 6,000 to 10,000 
line items daily. 

Orders themselves deserve mention, mostly because 
it is their abbreviated nature which saves time for 
field sales representatives. There is a code number for 
each customer which identifies him by name, address, 
and classification, such as hardware, automotive ac- 
cessory, sporting goods, or other store. And, of 
course, each item is identified by a RAMAC stock 
number. 

When a salesman takes an order, he simply identi- 
fies the customer, unless he is a new customer, by 
number and writes in numbers for items ordered. The 
salesman does not price the order except under special 
circumstances. This simplified ordering saves a large 
portion of the total time gained by RAMAC. 

Taking the price control away from the salesman, 
incidentally, has paid off in other ways. There are 
certain discounts for volume orders and variable pric- 
ing structures which easily lead to errors when done 
in the field. 


Our salesmen know what's in stock 


If there is any question in the salesman’s mind 
about whether we have merchandise in stock in quan- 
tities which a customer wants, he picks up a telephone 
and calls our data processing machine room. A ma- 
chine operator addresses an inquiry to RAMAC by 
means of the inquiry station, a typewriter-like key- 
board. RAMAC immediately types out the status of 
the item asked about. We receive some 200 such tele- 
phone calls from salesmen daily. 

As orders come into our headquarters office in De- 
troit, they first are edited by our credit department. 
During the same editing, account coding is checked. 

Next, orders go to our IBM card punch department. 
These operators, using IBM Type 24 and 26 card 
punch machines, create punched cards for each order. 
Code numbers are suffixed with a self-checking digit 
so that the machines, at the time they are punching, 





Here, operator addresses inguiry about status of an item to RAMAC at inquiry station. Machine will automatically 


answer the question on typewriter part of the unit. 


automatically check the accuracy of item code num- 
bers. 

Punched cards thus created are fed directly into 
RAMAC. The computer first refers to the customer 
file and punches a name and address card. It then 
goes to work on each item ordered, checking its avail- 
ability. If stock is on hand to fill the order, RAMAC 
subtracts the amount of the order from its on-hand 
inventory and adds to the year-to-date sales figure 
for the item. 

The machine determines which price applies, prices 
each item, adds applicable sales tax as we distribute 
in three states, and subtracts allowable discounts. 

RAMAC then delivers the complete invoice in the 
form of an IBM card for each line on the invoice. 
These item cards are sorted into warehouse location 
sequence. Then the cards are inserted into an IBM 
407 accounting machine which prints invoices and a 
stencil label which will be used by our shipping depart- 
ment to address packages. 

If adjustments are necessary in the warehouse, a 
corrected invoice copy is sent back to data processing, 
where corrective cards are punched. These are put 
back into the RAMAC for proper updating of records, 
both inventory and receivables. 

The sales department is sent an acknowledgement 


copy of the invoice as confirmation of the order be- 
fore the warehouse picks the order. After shipment, 
the invoice and duplicates, when required, are mailed 
to the customer. 

Changes affecting cost, shipping or price increases 
for instance, are converted to punched cards for 
RAMAC input. The same is true when we institute 
changes which will affect the pricing of products sold 
to our customers. 

At any given time, we can determine the status of 
the inventory of any item, how well it has sold in the 
current year, whether it is picking up seasonally, 
whether additional quantities have been ordered or 
should be. 

We can obtain immediate dollar value of our inven- 
tory, both in terms of cost to us and value at our 
sales price. We spot trends, both up and down, when 
they are in the making and stock accordingly. 

More informed, efficient management of our busi- 
ness is the net result. This is especially true of the 
inventory and accounts receivable parts of the busi- 
ness which actually are loaded into RAMAC. But it 
extends far beyond them into general management 
planning, and has provided a new plateau for the 
efficient management of a fast moving and highly in- 
tegrated operation. @ hnd 





tration, Lafayette Building, Wash- 


sion. Financial planning and man- 
agement, often overlooked in good 
times, becomes more important be- 


for a dealer's library 





“Watch Your Cash,” Manage- 
ment Aid No. 105 from the Small 
Business Administration, empha- 
sizes that dealers have to watch 
their cash more carefully than ever 
in times of prosperity and expan- 


cause more cash is needed for all 
aspects of any growing business. 
A dealer’s cash position at any 
given time is his index of his abil- 
ity to grow. Other assets are fine, 
the leaflet says, but they won’t pay 
off debts or substitute for cash in 
any way. Available on _ request 
from the Small Business Adminis- 


ington, D. C. 


Problems of Smaller Stores will 
prove valuable to dealers in tight- 
ening the management of their 
businesses. Subjects are competi- 
tion, better profits, money manage- 
ment, estate planning, and continu- 
ity of ownership. National Retail 
Merchants Assn., 100 W. 31 St., 
New York 1, N. Y. Non-member 
price: $5. Pages: 101. 
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Buying Check List 


of new hardware items 


Keep up to date. Check these new items 


Each item in the following pages has a number above it. When 


you want more details about an item, just circle corresponding 


number on postcard on page 45, and mail. 


Item 1 
36 teeth on leaf rake 

Wood Shovel’s Tru Blu BF36 
Leafcomb has a 36-in. head, 36 flat 


Piltityy 
Qbddidddiddd 


spring steel teeth, and a 5-ft Fire 
Temp finished hardwood handle. 
This leaf rake can be easily stored 
on garage walls. It lists for $5.70. 
Wood Shovel & Tool Co., Dept. HA, 
Piqua, Ohio. 


Item 2 
Floor unit for dust bags 


You can stimulate more impulse 
sales of disposable vacuum cleaner 
dust bags with this Swivel Rack. 
Dustpak’s unit is 5 ft high and 
rotates on a 2l-in. diameter base. 
It holds a large assortment of bags 
packaged in units of four, five or 
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six. These bags fit most vacuum 
cleaner brands and canister, tank 
or upright models. A counter rack 
and window display are also avail- 
able. Dustpak Ltd., Dept. HA, 205 
N. 7th St., Brooklyn 11, N. Y. 


Item 3 
2-color pantryware designs 
The Burrite Vari-tone plastic 
pantryware line comes with four 
2-color designs. The designs are 
combinations of gold and other 
colors on different color back- 
grounds. Designs are: Bouquet in 
gold and copper on a pink body; 
Mosaic in gold and red on a yellow 
body; Sun-Up in gold and red on 
a turquoise body; and Stardust in 
gold and blue on a white body. De- 


signs are available only in the com- 
bination indicated. Metallic knobs 
accentuate all pantryware items in 
the Vari-tone line which is made 








of sturdi-impact styrene. Bur- 
roughs Mfg. Corp., Dept. HA, 3550 
Tyburn St., Los Angeles 65, Calif. 


Item 4 
Six piece coping saw set 

Five assorted blades and a heavy 
duty coping saw frame comprise 
Parker’s new No. 86 coping saw 
set. One coarse, one fine, one extra 
fine and two medium blades are in- 
cluded. These blades will saw 
woods, plastics, metals and bone. 
Their highly-tempered blades have 
individually filed and set teeth. The 
frame has a 6 in. deep throat and 





Here is a quick Check 
List of items described 
in the following pages 


Serker ~ WEAVY DUTY 


COPING say set 


Parker’s Klik-Klik ends 
that lock the blade in any position. 


features 


The sets are mounted on hang-up 
display cards. Parker Mfg. Co., 
Dept. HA, 149 Washington St., 
Mass. 


Worcester 


Item 5 
Six new steel U bolt sizes 

Six new longer sizes have been 
added to the Androck line of five 


=U" BOLTS... 


| FITS PIPES, CONDUITS, CABLES ond TUBES 





— ed 


— * 8H 








zinc-finished steel U bolts. These 
new bolts for attaching pipe to 
standard 2 x 4, 3 x 6 and other 
lumber are available to fit 1, 14, 
14%, and 2-in. pipe sizes. Each 
comes with plate and two hexagon 
nuts. Washburn Co., Dept. HA, 
Worcester, Mass. 





Quick Index to Buying Check List 





| 36 teeth on leaf rake 
Floor unit for dust bags 
"| 2-color pantryware designs... 
"| Six piece coping saw set 
| Six steel U bolt sizes 
| Cartoned garden trellis 
")} Garden shear display unit.... 
[|] Repair kits on metal rack 
[| Line of 8 furniture rests 
| Six wrench sets in display... . 
| Soil testing kit and chart 
["]} Rotary power mower line .... 
"| Home fire alarm promotion... 
'| Perforated board adapter .... 
'] 13 sizes of steel washers 
“ Redesigned food containers... 
“| Lockable mailbox for $2.95.... 
— Hinge for lipped doors 
| 17-in. blade on mobile fan.... 
) Economy cabinet series 
| Plastic toilet seat hinge 
] Pusher type lawn trimmer.... 
"| Tape measure for plywood... 
| New high speed hole saw 
-_] Two cotter pin assortments... 
| 2-gal. sprayer for mower 
} Popular tools reduced 
_| Metallic sealing compound.... 
| Power unit for yard tools.... 
| $1 sprinkler on a card 
) Screen, storm door closer.... 
| Electric trimmer-edger 
| Workshop clamping device.... 
| Mower blade kit in stand 
| Glass fireplace enclosure .... 
~| 38 assorted sockets in set.... 
| Four hockey pucks in line 
| White ceramic tile mastic... . 
| Rear ivory shotgun sight .... 


Polyethylene baby dish 
[] Repackaged plant sprays .... 
Two brush display units 
[| Built-in timer on cap gun 
') Waterproof adhesive bonder.. 
“ Balls and horseshoe set 
') Compression sprayer cart .... 
[] Household gloves display 
[) Flash camera battery tray.... 
Water base contact cement.. 
| Railing and column display ... 
Fiame-like electric bulb 
$10.50 picnic cooler chest ... 
Single-wheeled vehicle 
“| Two magnetic catches 
") Oval skillet with low sides... 
| Ventilator-circulator fan 
| Two serving tray styles 
Radial arm saw for $149.... 
| Combined transit and level... 
Aluminum screen fastener .... 
~) Water sprinkler-irrigator 
[| 4-hp rotary tiller model 
'} Upright, wheeled sprayer .... 
[| Tape rule catalog sheet 
Folder on tool display 
Fishing tackle catalog 
| Electric tool catalog 
] Ratchet wrench catalog 
| 1960 fishing catalog 
| 60-page equipment catalog... 
[| Sliding door bulletin 
[] Metal working tool catalog.. 
| Lighting fixtures catalog 
[| Fastening device catalog .. 
"| Price marking equipment 
|| Perforated panel fixtures 
| Mower-sprayer data 





Item 6 
Cartoned garden trellis 

This carton with a built-in han- 
dle has been designed for Concord’s 
American Beauty trellis. It con- 
tains a trellis that can be bolted 
together quickly. The carton saves 


delivery costs and helps merchan- 
dise the trellises. Trellises are 15 
in. wide x 7 ft long and are $3.98 
each. Concord Woodworking Co., 
Dept. HA, 10 Beharrell St., West 
Concord, Mass. 


Item 7 
Garden shear display unit 

You can set up a garden shear 
department in less than 1 sq ft of 
counter space with Seymour 
Smith’s Snap-Cut merchandiser. 
Unit includes six No. 119 pruners, 
six No. 1207 grass shears, four 
No. 114-8 metal handled hedge 
shears and a supply of free prun- 
ing guides. The free rack can be 
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BUYING CHECK LIST 


WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


used on a panel. It’s 
shipped as a unit in one carton and 
is set up ready to use. 
Smith & Son, Inc., Dept. HA, Oak- 
ville, 


perforated 
Se you 


Conn. 


Item 8 

Repair kits on metal rack 
Devcon’s Repair Center is avail- 

able free when you buy 24 pack- 


ages of the company’s variety of 
household repair kits. This metal 
display 9-in. diameter, is 
25 in. high and holds six carded 
packages each of Plastic Steel, 
Devcon Aluminum, Devcon Rubber 
and 2-Ton Epoxy Super Glue. Dev- 
Dept. HA, 


has a 


Con 


Mass. 


Corp., Danvers, 


Item 9 
Line of 8 furniture rests 


Kight models of Marlex rigid 
polyethylene Floor Guards fit all 
types of furniture legs. These mod- 
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els are impervious to household 
chemicals and retain their high 
They come in a variety of 
sizes and shapes and can be fast- 


gloss, 


ened by nail, screw or just fitted. 
Swivel guards are also available. 


start at 19¢ for a set of 
four. United States Caster 
Corp., Dept. HA, Kansas City, Mo. 


Prices 
Cup 


Item 10 

Six wrench sets in display 
This SpaSaver merchandising 

display features six popular Lec- 

trolite wrench sets. The L-6 display 

includes a rack with all fixtures 

and these sets: No. MB-3, 3-pc pat- 


tern box: short; 350-B, 5-pe pat- 
tern box: long; 560-B, 6-pce open 
end; 580-B, 8-pc open end; 1706-B, 
6-pe combination; and 1711-B, 11- 
pe combination. The display re- 
quires an area 16 x 26 in. and 
mounts neatly on the wall, or on 
counters and in windows. Lectro- 
lite Corp., Dept. HA, Defiance, 
Ohio. 


Item 11 
Soil testing kit and chart 
Farmers, florists and backyard 
gardeners are traffic for Sudbury’s 
new Flower-Garden Soil Test Kit. 
it makes 50 tests for nitrogen, 
phosphorus, potash lime 
(acidity). A heavy laminated green 
foil case holds the bottles of solu- 
tions and charts of 125 flowers and 


and 


vegetables. Kit retails for $6.98. 
Refills are 50¢ per bottle. Sudbury 
Laboratory, Dept. HA, 


Mass. 


Sudbury, 


Item 12 
Rotary power mower line 

Ten models ranging from a 20- 
in. unit to a 25-in. unit 
tured in the Atlas rotary 
mower line for 1960. New features 
include Wind-A- Matic starting, 
Quick - A - Matic wheel adjustment 
and a baffle. Wind-A-Matic start- 
ing, using a new spring action, 
is optional on three of the luxury 


are fea- 
power 





ITEM NUMBER ON FREE POSTCARD, P. 45 


models. The new wheel adjustment 
feature offers a choice of cutting 
heights. Atlas Tool and Mfg. Co., 
Dept. HA, 5147 Natural Bridge, 
St. Louis 15, Mo. 


Item 13 
Home fire alarm promotion 


You can promote the Detexall 
home fire alarm with this assort- 
ment of in-store material from 
American LaFrance. It includes 
window streamers, door stickers 
and a counter display. The counter 
display has a warning device that 
the customer can test. A prefolded 
pocket on the display holds addi- 
tional literature on the alarm. This 


display can be set up in an area 
12% x 20% in. Consumer Prod- 
ucts Div., American LaFrance 
Corp., Dept. HA, Elmira, New 
York. 





Zinc-finished nail hooks 


Larson’s zinc-finished line of nail 
hooks are designed for use where 
perforated paneling is not avail- 
able. A diamond nail point, a fea- 
ture of the item, makes it easy to 
fasten these nail hooks to walls or 
cleats. The nail hooks are not de- 
signed for display use with per- 
forated paneling as previously de- 
scribed in HA, Nov. 19, p. 62. The 
hooks, manufactured by Chas. O. 
Larson Co., Sterling, Ill, are 
adapted from the company’s line of 
perforated paneling hooks. 


Item 14 
Perforated board adapter 


This adapter that fits into any 
two horizontal perforations on 4 
in. Masonite Peg-Board accom- 
modates any one of 11 Adjust-a- 
Bilt accessories. It has a loop that 
supports the accessories. Mason- 
ite’s AP-10 Adjust-A-Peg adapter 


lists for 19¢ each and comes 12 in 
a standard package. Masonite Corp., 
Dept. HA, 3150 Randolph St., Beil- 
wood, Ill. 


Item 15 
13 sizes of steel washers 


Thirteen sizes of zinc-plated steel 
washers known as fender, plaster, 
canopy and ceiling types have been 
added to the Hi line of Holub fast- 
ening devices. These washers are 
round with centered holes and have 
smooth, round edges. Sizes range 
from % in. through % in. bolts. 


oo 


They come packed in cartons of 
100. Holub Industries, Dept. HA, 
Sycamore, Ill. 


Item 16 

Redesigned food containers 
Light blue daisies now decorate 

the Vapocan line of home freezing 
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containers. The Vapocan penguin 
trademark is printed in matching 
blue on the upperhalf of the white 
container. A new, four-color mas- 
ter carton illustrates freezer and 
storage uses of the containers. 
Container Corp. of America, Dept. 
HA, 38 S. Dearborn St., Chicago, 
Ill. 


Item 17 

Lockable mailbox for $2.95 
Here’s a mailbox that can be 

locked and retails for $2.95. Gris- 

wold’s No. 515 pouch box is 8 in. 

wide and 1014 in. high and includes 

a magazine rack. It comes packed 


e 


in individual cartons. Other new 
products include a 7-in. skillet and 
a cast aluminum corn cake pan. 
Griswold Mfg. Co., Dept. HA, Sid- 
ney, Ohio. 


Item 18 
Hinge for lipped doors 


Here’s a * in. inset hinge for 
lipped doors. This No. 1015 hinge 
is semi-concealed and has rounded 
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corners. It has a heavy, uniform, 
five-knuckle barrel with a_ highly 
polished cabinet leaf. Special clear- 
ance has been allowed for re- 
painted surfaces. The hinge is 
made of steel and is finished in 
polished chromium, polished brass, 
satin bronze, polished copper and 
prime coat. Washington Steel 
Products, Inc., Dept. HA, 1940 E. 
11th St., Tacoma, Wash. 


Item 19 
17-in. blade on mobile fan 


Here’s a mobile Westinghouse 
fan that retails for $49.95. Model 
AFMI17PC, shown, is a standard 
Mobilaire with air-injector rings. 
The fan can be rotated 360 deg 
and has a 17-in. blade diameter. It 
circulates and exhausts 3,000 cfm. 
Seven other models are included in 
the 1960 electric fan line. Three 
new models are available in West- 





inghouse’s portable evaporative 
cooler line. Westinghouse Electric 
Corp., Dept. HA, Mansfield, Ohio. 
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Item 20 
Economy cabinet series 


An economy series of 4, 6, 8, and 
12 drawer units, called Jiffy Tri- 
plex Cabinets, has been added to the 
Jiffy Cabinet line. This series has 
high impact plastic tops and bot- 
toms and stacks easily. The sides 
and back are heavy gauge litho- 
graphed steel. Cabinets can be car- 
ried by a handle on the top. Model 


shown is No. TX-18 retailing for 
about $3.50 Campro Products, Inc., 
Dept. HA, Canton 1, Ohio. 


Item 21 
Plastic toilet seat hinge 


Century’s new plastic hinge for 
Puritan toilet seats is guaranteed 
for the life of the seat. The hinge 


is made of linear polyethylene 
Celanese Fortiflex and withstands 
bending. These hinges are easy to 
clean and won’t corrode, mold or 
mildew. The plastic drop bolts are 
fitted with . plastic combination 
washer-nuts that tighten and hold 
the seat securely. Moving parts of 


the hinge operate against a plastic 
shoulder on the bar. Hinges match 
colors of seats on which they are 
used. Century Products, Inc., Dept. 
HA, 3510 Chatham Ave., Cleveland 
13, Ohio. 


Item 22 
Pusher type lawn trimmer 


A new pusher type lawn trimmer 
has been added to the Yard-man 


line. This trimmer features an 
open-end reel with hooked blades 
that gather in grass along walls, 
curbs and edgings. The trimmer 
has Austempered steel blades, 
sealed ball bearings, cantilevered 
bedknife and 9144-in. diamond tread 
rubber tires. Yard-man, Inc., Dept. 
HA, Jackson, Mich. 


Item 23 
Tape measure for plywood 


Here’s a new Ply Measure White 
Clad Tape Rule that measures the 
number of plywood sheets in a 
stack. Lufkin’s rule has easy-to- 
read black markings on both sides 
of the white % in. wide blade. It 
has a heavy-duty, double end hook 
for a secure grip and a die cast 
case with heavy chrome plating. 
The blade is marked on the top 
side for 4, % and *% in. thick 








“Sells Itself Right Off The Floor” 


‘“‘With the boom in boating and the growth of the 
do-it-yourself movement, rope sales make up a 
big slice of our year-round profits. Best part, we 
don’t have to devote much time to rope sales, 
thanks to Plymouth’s modern merchandising 
methods. For example, take these smartly wrap- 
ped HANDYPAKS. Come in popular 50 and 
100-foot coils that make it easy for customers to 
pick them up right from the counter. What’s 
more, they’re ideal for window and floor display. 


PLYMOUTH HANDYPAKS=<—the ‘See & Sell” packaged ropes. . 


‘“‘As far as we’re concerned, Plymouth brought 
the rope business up from the basement, and put 
it out front. Now dealers like us can count on rope 
sales for fast turnover and top profit.” 


John B. Casey, Manager 

J. O. Neill Supply Company 
66 ‘Troy Street 

Fall River, Massachusetts 


. basic unit, 13 


coils, each individually wrapped in ceilophane. 


PLYMOUTH CORDAGE COMPANY 


Plymouth, Massachusetts 
Want more facts? Circle 110, p. 45 
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plywood and the bottom side is 
marked for % and % in. thick ply- 
wood and consecutive inches. Luf- 
kin Rule Co., Dept. HA, Saginaw, 
Mich. 


Item 24 

New high speed hole saw 
Clemson’s new Moly high speed 

hole saw can be used with portable 

power tools or such machine tools 


as lathes, drill presses and radial 
drills. It cuts clean, round holes in 
materials from 9/16 in. in diameter 
to 6 in. in diameter and features an 
all-welded construction. Clemson 
Bros., Dept. HA, Middletown, N. Y. 


Item 25 
Two cotter pin assortments 


Two new cotter pin assortments 
are available in Hindley’s Pic-Pak 
dispenser with a window, sliding 
tray and die-cut tabs for display on 


3 ; & 
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perforated panels. Zinc-plated steel 
cotter pins for home use are packed 
in mixed or single sizes from 1/16 
x %4 to 5/32 x 2. An assortment of 
brass cotter pins in various sizes 
is available for the marine trade. 
Ten Pic-Pak trays come packed in 
a box. Hindley Mfg. Co., Dept. 
HA, Cumberland, R. J. 


Item 26 
2-gal sprayer for mower 

Lawn mowing and spraying can 
be done in one operation with the 
Mo-An-Spray attachment that fits 
most rotary lawn mowers, includ- 
ing self-propelled and riding types. 
A 2-gal tank holds liquid fertilizer 
or insecticide that is sprayed on 
the ground with a rotary distribu- 
tor cup attached to the mower’s 
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engine shaft. The tank is attached 
and removed easily. It comes packed 
individually in a carton and retails 
for $8.95. Great Lakes Tractor 
Co., Dept. HA, 510 Hanna Bldg., 
Cleveland 15, Ohto. 


Item 27 
Popular tools reduced 


Prices for six best selling True 
Temper tools will be reduced for a 
limited time for Hardware Week. 
The money-saving specials are B16 
Jet Rocket hammer reduced from 
$4.50 to $3.49 and the BOH Jet 
Rocket hatchet from $5.80 to $4.49, 
both shown. Others are: SL22 


spring-braced lawn rake regularly 
$3.89 now $2.99; TD hedge shear, 
814-in. blades was $4.95 now $3.99; 
RE2 rotary edger, 2-wheel regu- 
larly $6.50 now $5.19; and No. 29 
grass cutter, golf swing type, re- 
duced from $1.98 to $1.59. True 
Temper Corp., Dept. HA, 1623 Eu- 
clid Ave., Cleveland 15, Ohio. 


Item 28 
Metallic sealing compound 


Leaks in water, steam and gas 
systems can be sealed tightly with 
Re-Seal, an improved metallic seal- 
ing compound made with copper, 
bronze and lead. Re-Seal is pack- 
aged in a polyethylene bag and at- 
tached to a display card. Easy-to- 
follow instructions are included in 


the package that sells for 59¢. 
Reardon Products, Dept. HA, Pe- 
orta, Ill. 


Item 29 
Power unit for yard tools 


Budget-minded customers will be 
traffic for the Titan Power-Pak 
that operates mower, tiller and 
snow removal units from one en- 
gine-and-handle unit. The _ basic 
Power-Pak can be attached quickly 











Sold in 10- and 25-lb. bags. 








Inventory Reminder... 
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(ele Gy: hy 








FOR COLD | (ee 
WEATHER! 


ORDER MORTON ICE MELTING ROCK SALT NOW! 


Stock up now. Get set for extra prof- ~ Local consumer advertising timed 
its before the first unexpected snow _~aqt 
storm strikes. When winter hits, 5. ‘\ re 

displays of Morton Ice Melting Rock > a is backing you with a 
Golt dienuneee font cat meno ens | OM eee 
: ppe Pp p \\) winter storms strike. Morton also has in- 


in your pocket. 7’ store display material to help you pro- 
mote the product in your store. 











to help you rack up extra sales 


So place your order for Morton Ice Melt- 


ing Rock Salt now . . . be sure of delivery 
in time for the first snowstorm. 


Want more facts? Circle 111, p. 45 
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to a snow remover; a tiller, spader 


and cultivator; and push-type and 
self - propelled lawn mower units. 
Power-Pak is a 3-hp, 4-cycle Briggs 
& Stratton engine mounted on a 
base that fits any of the conversion 
units. It has a tubular steel handle 
with rubber grips on which throttle 
and clutch controls are mounted. 
The mowing, tilling and snow re- 
moval units can be purchased sepa- 
rately in season. Propulsion Engine 
Corn., Dept. HA, South Milwaukee, 
Wis. 


Item 30 
$1 sprinkler on a card 

Whirling Dervish, a lightweight 
sprinkler that operates on turbine 
action, is now carded. It is pre- 
priced on the card for $1. The 





sprinkler is made of aluminum and 
plastic and distributes the water in 
a fine mist to a heavy rain over an 
area up to 2,500 sq ft. Eddy Enter- 
prises, Inc., Dept. HA, 957 Dixwell 
Ave., New Haven, Conn. 
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Item 31 
Screen, storm door closer 


Here’s a screen and storm door 
closer that won’t corrode and 
doesn’t need lubrication. Lock- 
wood’s closer retains its original 
finish and color indefinitely. The 
one-piece forged aluminum tube 
has a large diameter that provides 
a 20 percent increase in air cushion 
and prevents air leakage. A spring- 
ball valve ensures a smooth flow of 








door 
Nylon-neoprene bearing 
prevent wear. Lockwood Hardware 


air and _ prevents bounce. 


surfaces 


Mfg. Co., 
Mass. 


Dept. HA, Fitchburg, 


Item 32 
Electric trimmer-edger 


Kaufman’s 1960 interchangeable 
electric grass trimmer and lawn 
edger has easy-running rollers for 
use on lawn or concrete. The K-400 
Twins, Trimmer and Edger Head, 
are interchangeable on one rigid 
aluminum handle that is adjustable 





WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


from 42 in. to 48 in. These tools 
weigh less than 6 lb and are oper- 
ated by a 110-120 volt motor. Kauf- 
man Mfg. Co., Dept. HA, Mani- 
towoc, Wis. 


Item 33 
Workshop clamping device 


A clamp that holds work firmly 
on any surface in the middle or 
near the edge of the work surface 
has been added to the Jorgensen 
clamping device line. It attaches 
with a bolt spotted in the middle 
or along the work area edge. Slot 
in clamp’s base engages protruding 
head of holding bolt so that clamp 
slides into work position instantly. 





The clamp can double as a vise 
Adjustable Clamp Co., Dept. HA, 
411 N. Ashland Ave., Chicago 22, 
Ill. 


Item 34 
Mower blade kit in stand 


You can offer replacement 
blades for most rotary mowers 
with this Red Tip blade replace- 
ment kit. The kit is available on 
a display stand. Included is an 
adapter that fits most 7% in. crank- 
shafts with the use of spacers and 
reduces parts inventories. This 
Hamilton Whiz-Mow kit contains 
10 blades, 6 adapter assemblies, 
spacer and bushings and one blade, 
in seven lengths, that fits all mow- 
ers. These parts retail for $59.70 














ITEM NUMBER ON FREE POSTCARD, P. 45 





or 


and cost you $39.77 with the 


display stand. Hamilton Whiz- 
Mow, Inc., Dept. HA, Hamilton, 
Ill. 
Item 35 : 
Glass fireplace enclosure 

This Thermo-Rite fireplace en- 


closure fits 32 standard sizes or 
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custom built fireplaces and all styles 
from the conventional opening to 
the Swedish corner. It is easy-to- 
install and features heat-tempered 
glass doors framed in solid brass. 
Piano-hinged brass door opens wide 
for easy fuel loading. Thermo-Rite 
Mfg. Co., Dept. HA, Akron 9, Ohio. 


Item 36 

38 assorted sockets in set 
Wright’s 38-pe socket set in %4- 

in. square drive is designed for 

your professional mechanic traffic. 

The set includes 14 standard sock- 

ets from %-in. through 1% in.; 


nine deep sockets, from 9/16 in. 
through 1 1/16 in.; eight 10-point 
sockets for hexes or squares from 
4g in. through 13/16 in. Also in- 
cluded are 2, 5 and 10 in. exten- 
sions and flex handle, universal 








joint, reversible ratchet plus steel 
hip-roof box. Wright Tool and 
Forge Co., Dept. HA, Barberton, 
Ohio. 


Item 37 
Four hockey pucks in line 


A line of four American Biltrite 
hockey pucks features the endorse- 
ment of Maurice “Rocket” Richard, 
star of the Montreal Canadiens. 
The Richard Official, Champion and 
Official Junior pucks sell for 79¢, 
59¢ and 39¢ each. They come 
packed 12 to a carton. The Richard 
“Rocket” puck sells for 19¢ and is 





packed one gross per shipping case. 
Biltrite Special Products Div., 
American Biltrite Rubber Co.., 
Dept. HA, Chelsea, Mass. 


Item 38 
White ceramic tile mastic 


This latex-emulsion type, white 
mastic for ceramic tile application, 






ae | 

— 
me | 
— 512 | 


ti | munaon rres | 


WHITE 
°wn CERAMIC 
“ Tie MASTIC 


is called Chapeo 512. It has quick 
grab, is resilient, bonds perma- 
nently and is water proof. Chapco 
512 is nonflammable, won’t freeze 
and is easy to apply and clean up. 
Chicago Adhesive Products Co., 
Dept. HA, 12110 S. Peoria St., 
Chicago 48, Ill. 


Item 39 
Rear ivory shotgun sight 


Marble Arms’ rear ivory shotgun 
sight has a 3/32-in. bead diameter. 
The new rear bead has a threaded 
shank. A tap and wrench is also 
available to allow the shooter to 
make his own installation. Marble 
Arms Corp., Dept. HA, Gladstone, 
Mich. 


Item 40 
Polyethylene baby dish 


Beacon’s baby feeding dish is 
made of high density polyethylene. 
A suction cup prevents tipping. The 
dish is 8'%-in. across and divided 
into three deep sections. It can be 
sterilized and has handles. Comes 
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in yellow, mint, pink and blue with 
animal figures decorating the sides. 
It retails for 98¢ and is individual- 
ly packaged. Beacon Plastics Corp., 
Dept. HA, Newton 61, Mass. 


Item 41 
Repackaged plant sprays 


Two Stim-U-Plant aerosol prod- 
African Violet Spray and 
Leaf Polish, are now packaged in 


ucts, 








614-0z containers. They were in 
5-oz aerosol spray cans. The price 
remains 89¢. Stim-U-Plant Labo- 
ratories, Dept. HA, 2077 Parkwood 
Ave., Columbus, Ohio. 


Item 42 
Two brush dis»lay units 


Two brush display units for Han- 
lon & Goodman’s Silver Crest and 
Gold Crest lines are available free 
when you order one of two assort- 
ments. These floor racks come as 
one-side displays for a single brush 
line or as double-faced panels. The 
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double unit holds a brush depart- 
ment in 2 x 8 ft of floor space. 
More than 100 brushes are dis- 
played on the Silver Crest panel 
and more than 60 brushes are on 
the Gold Crest stand. Hanlon & 
Goodman Co., Dept. HA, 2-12 Main 
St., Belleville 9, N. J. 


Item 43 
Built-in timer on cap gun 
Here’s a cap pistol that has a 
built-in timer that shows to the 
hundredth part of a second how 
quickly young  gunslingers can 
draw and fire. The timing device 
in the hand grip is automatic and 
operates without batteries or wires. 
Kilgore’s Champion gun is a re- 
peating cap pistol, 10%, in. long 
with black grips. The timer oper- 
ates with or without caps. The gun 


Accurately Times Every Draw 
J > cs : 





retails for $2.98 and with a top 
grain leather holster it sells for 
$5.98. Kilgore, Inc., Dept. HA, 
Westerville, Ohio. 


Item 44 
Waterproof adhesive bonder 


Here’s a nonflammable, water- 
proof adhesive for bonding rubber 
and vinyl tile to on-grade concrete, 
linoleum to steel, terrazzo, ceramic 
tile and other nonporous surfaces. 
It’s called Cure-Set and also bonds 
metal stair nosings, trim, trackless 
carpet strip and other floor acces- 
sories. Tiles can be set in 10 min- 
utes after spreading the adhesive 


that sets in 24 hours. Comes in liq- 
uid paste and powder form in gal- 
lon sizes. Borden Chemical Co., 
Dept. HA, 350 Madison Ave., New 
York 17, N. Y. 


Item 45 
Balls and horseshoe set 

Barr’s 3 Star Sport Kit contains 
a rubber football, a basketball and 
an indoor-outdoor rubber horse- 
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shoe set. They are packed in a 
window box display package with 
a carry handle. Kit retails for $3. 
Barr Rubber Products Co., Dept. 
HA, Sandusky, Ohio. 


Item 46 
Compression sprayer cart 


With the Red-Cap sprayer cart, 
Hudson compression sprayers can 
be moved easily across lawns, down 
paths or between rows. It’s made 
of steel rod with hand grip and 
plastic wheels and holds any Hud- 
son sprayer. It fits elliptical and 
round tanks and can be attached 





easily. Handle adjusts to com- 
fortable height. H. D. Hudson 
Mfg. Co., Dept. HA, 589 E. Illinois 
St., Chicago 11, Ill. 

(Continued on page 48) 





FREE CHECK LIST SERVICE FOR HARDWARE AGE READERS ; 


Use this new, quick way to 


KEEP POSTED on 


NEW ITEMS AND NEW SELLING IDEAS 


These two easy steps will keep you up-to-date on latest information on new items, new 
merchandising ideas, special deals and other profit building information. 


As you read through this issue you will find numbers beneath all adver- 
tisements and with all items described in the Buying Check List. 


When you want more information on any of the items or ideas in the 
advertisements or in the Buying Check List, just circle the corresponding 
number on the Quick Check Postcard below, and mail. We pay the 
postage as a service to readers. Your request will be promptly passed 
on to the manufacturers involved. 


Print name and address carefully. This special Post Office Box address is for Quick Check Postcards 
only. Address all other mail to HARDWARE AGE, Chestnut & 56th Sts., Philadeiphia 39, Penna 
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HARDWARE AGE BUYING CHECK LIST 


A quick, easy way to keep up to date 


P Each issue of HARDWARE AGE contains hundreds of new profit 
making ideas on selling, merchandising, etc., as well as 
the largest listing of new items of any hardware magazine. 


P You must keep posted on these new ideas if you want to 
keep your store profitable. HARDWARE AGE makes it easy 
for you to keep posted by using this Free Quick Check 
Postcard Service. 


> Circle the numbers on the card below that correspond 
with the numbers under the new items in this Buying 
Check List and under the advertisements. We will promptly 
forward your request to manufacturers and you will receive 
trom them the latest information available. 


> Remember, with competition so strong, you must keep posted 
on everything that will help you do a better selling job. 
Be sure to also check with your wholesaler about new items. 


GET THE LATEST INFORMATION BY USING THIS POSTCARD. 
PRINT NAME AND ADDRESS CLEARLY AND MAIL TODAY 
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those little juicy apples 
for the few big ones at 
the top of the tree.... 


“Good Things Come in Little Packages”. Small Fix-Up, Paint-Up 
Hand Tools, sales packaged by Hyde are an important part of 
your paint and hardware sales. Hyde tools give you the best 
dollars return — many times over during the year — for a min- 
imum inventory investment from small space requirements. 
Hyde sales packaged tools are designed for wall, store fixtures, 
or they may be displayed on the Hyde Floor Tool Tower that 
takes only 14” of space and is given free with a specified as- 
sortment. Hyde tools need not be shifted from place to place, 
thereby creating extra work and expense. Hyde tools are now 
sales packaged better than ever on new, brilliant, colored cards 
with more sales and use information. Write for illustrated folder 
featuring Hyde’s new sales packaging and Hyde’s 85th Anni- 
versary Offer. Order Hyde tools from your favorite wholesaler. 





HYDE MANUFACTURING CO., SOUTHBRIDC€, MASS., USA 


Want more facts? Circle 112, p. 45 
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(Continued from page 44) 
Item 62 


Household gloves display 


This floor display unit holds 36 
pairs each of four Pioneer brands 
of liquid tight household gloves. 


' 
eh be ees me, 


The wire unit displays Bluettes, 
$1.69 per pair; Super Ebonettes, 
98¢ per pair; Ebonettes, 79¢ per 
pair and Nimble Fingers, 59¢ per 
pair. Your cost for display No. 
9438 is $94.38 and it retails for 
$145.80. Pioneer Rubber Co., Dept. 
HA, 196 Tiffin Rd., Willard, Ohvo. 


Item 63 
Fiash camera battery tray 


Less than 1 sq ft of counter 
space is needed to display 77 as- 
sorted Burgess flash camera bat- 


teries. Compartments in the plastic 
tray are embossed with the battery 
identification number and the quan- 
tity the compartment holds. A 
guide showing battery types used 
by all cameras and a pamphlet il- 
lustrating flash photography tips 
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are included free with each assort- 
ment. The assortment retails for 
$25.25 and costs you $16.87. Bur- 
gess Battery Co., Dept. HA, Free- 
port, Ill. 


Item 64 
Water base contact cement 


A water base contact cement has 
been added to the Consumer Glue 
adhesive line. This cement is non- 
flammable and nontoxic. Brushes 
and tools that have been used in 





applying it can be cleaned in soapy 
water. Consumers Glue Co., Dept. 
HA, 1515 Hadley, St. Louis, Mo. 


Item 65 
Railing and column display 

You can display Locke’s Easyfit 
“Do-It-Yourself” T-Bar railing 
and columns with this new floor 





unit. The unit is 22 in. long and 
56 in. high. It illustrates railing 
units and sections of flat and cor- 


ner columns as they might be in- 
stalled. This unit is easy to set up 
and move and comes with a litera- 
ture rack and sign. An introduc- 
tory package includes literature, 
ad mats and sales promotion mate- 
rial. Locke Mfg. Co., Dept. HA, 
Lodi 17, Ohio. 


Item 66 
Flame-like electric bulb 


Flamescent is the name of a new 
development in home lighting that 
offers the charm of gas flame light- 
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ing. Duro-Lite’s new electric bulb 
blends with traditional or contem- 
porary decor. It’s available with 
regular and candelabra bases in a 
range of wattages. It can be used 
for post, porch or other types of 
outdoor lighting. Shown left to 
right; cooling crown, torch shape 
standard base, and torch shape can- 
delabra base. Duro-Lite Lamps, 
Inc., Dept. HA, North Bergen, N. J. 


Item 67 


$10.50 picnic cooler chest 
Bottle openers are recessed in 
both ends of Hamilton-Skotch’s 
new Hi-Tide picnic cooler chest. 
This model has a click-fit handle 





Stanley's New Sales-Maker for “SURFORM”” Tools 
...and New Tools and Blades to go with it! 


NEW! SELF-SELLING, SELF-SERVE 
el 


UNI-RACK MERCHANDISER 


NO. 2940D FOR COMPLETE LINE OF 


Stanley SURFORM: 


Tools and Blades 
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Here, in compact space, is every “‘Surform”’ tool on 
open display. Blades are arranged in tray for related 
selling. Hook wire rack on pegboard as a wall unit 
—or use with easel as counter unit. Includes price 
tickets for all items. Entire rack ($8.00 value) 
furnished free with starter stock. 
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Items Included in No. 2940D UNI-RACK 
2— No. 295 ‘“‘Surform”’ Files 

2—No. 295HR “Surform”’ Half Round Files 
2—No. 296 ‘“‘Surform’”’ Planes 

2—No. 297 “Surform”’ Round Files 

2—No. 397 ‘“‘Surform’”’ Convex Tools 

2— No. 396 “‘Surform’’ Half Round Pocket Tools 
2—No. 399 “‘Surform’’ Pocket Tools 

2— No. H386 “‘Surform’’ Drums 

2— No. H386B Replacement Drums 
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New “Surform” Merchandiser holds a complete 
stock of the nationally advertised, fast-selling 
speed forming tools as well as replacement blades. 


Replacement Blades for Planes and Files 
2— No. 294B Regular Cut 

2— No. 298B Half Round, Regular Cut 
2—No. 297B For Round File 

2— No. 394B Fine Cut 

2—No. 398B Half Round, Fine Cut 

2— No. 894-46 Abrasive (46 Grit) 

2— No. 894-80 Abrasive (80 Grit) 


YOUR COST ONLY $44.60 COMPLETE 
RETAIL VALUE $66.65 


OPEN STOCK AVAILABLE NOW! 


Open stock, as well as the new Uni-Rack, is available for 
immediate shipment. Check with your Stanley wholesaler 
today. For additional information, write to Stanley Tools, 
Division of The Stanley Works, Dept. 3812, New Britain, Conn. 


SURE-FIRE SELLERS~NEW “SURFORM” MIRACLE SPEED FORMING TOOLS 
NEW! vero: Bf) NEW! -sronne NEW! footy nang 


ROUND FILE No. 297 = , wes POCKET TOOL For we in 6 


No. 396 Electric Drill Chuck 
Fast cutting, self-cleaning. 


(with half round blade) and Drill Press 
Iiardened and sharpened 
Now available with half Sl Designed for fast removal of stock 


teeth for cutting and en- 
larging holes. $2.39 ea. 
round blade. A handy time 
saver only 5% inches long. 
Individually carded, 
packed 6 in a box. $1.79 ea. 


Replacement Blades for Pocket Tools 
2— No. 396B Half Round, Fine Cut 

2— No. 399B Fine Cut 

2— No. 899-46 Abrasive (46 Grit) 
2— No. 899-50 Abrasive (80 Grit) 











—hardwood, plywood, plaster, 
plastic, sheet rock, wall board, etc. 
Comes fully assembled with 
adapter to fit drill chuck. Male 
and female arbors available for 
attaching to spindle of a 4” drill. 
$2.29 complete with adapter. 


wet 8 
pepmns 1a 





Display Pack To Sell 


Individually mounted on 


colorful display card. 
Hangs vertically on hook. 





AMERICA BUILDS BETTER. AND LIVES BETTER WITH STANLEY 

This famous trademark distinguishes over 20,000 quality products of The Stanley Works, New Britain, Conn.—hand tools © electric 
STAN LEY tools * builders hardware © industrial hardware *© drapery hardware * automatic door controls * aluminum windows * stampings 
© springs * coatings © strip steel © steel strapping—made in 24 plants in the United States, Canada, Englond and Germany. 
REG. U.S. PAT. OFF. CANADIAN OFFICES: MONTREAL, P. Q. AND HAMILTON, ONT. 


Want more facts? Circle 113, p. 45 
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WANT MORE DETAILS ON THESE ITEMS? JUST CIRCLE 


lock, a galvanized liner and is in- 
sulated with fiber glass. The heavy 
gauge prime steel chest is 14% x 
12 x 14% in. and is white with 
blue lettering and a yellow lid. The 
chest retails for $10.50. Hamilton- 
Skotch Corp., Dept. HA, 11 E. 36th 
St., New York, N. Y. 


Item 68 
Single-wheeled vehicle 


Boys and girls 8 to 14 years old 
will ask their parents to buy Roc- 
co’s Luni-Cycle, a one-wheel vehi- 
cle. It is made of steel tubing and 
has a 16-in. spoke wheel with semi- 
pneumatic tire. The seat is adjust- 
able and has a plaid cover. Two 
rubber-tipped training poles come 
with the Norseman Luni-Cycle re- 
tailing for $14.95. Rocco Products, 
Dept. HA, 2916 Fourth Ave. South, 
Minneapolis 8, Minn. 


Item 69 
Two magnetic catches 


Two Amerock magnetic catches 
feature a spring behind the pole 


plates that absorbs shock and elim- 
inates rattles. Floating pole plates 
under this spring tension assure 
perfect contact with strike. The 
No. 9793-PT catch, top, is for cab- 
inets, radios and phonographs. The 
No. 9794-PT double magnetic 
catch, bottom, does the work of 
two catches on double door appli- 
cations. Both catches have tan plas- 


50 © HARDWARE AGE, December 17, 1959 


tic cases with brass-plated strikes. 
A counter display is available. 
Amerock Corp., Dept. HA, Rock- 
ford, Ill. 


Item 70 
Oval skillet with low sides 


This oval skillet with low sides 
is called the Sizzle Server. It is 
useful for broiling or on top of the 


stove. It can be taken to the table 
to serve the prepared foods. [It 
lists for about $1.49. Other new 
items in the Wagner ironware line 
are a 10-in. cast iron skillet and a 
12-in. Magnalite skillet. Wagner 
Mfg. Co., Dept. HA, Sidney, Ohio. 


Item 71 
Ventilator-circulator fan 


This Ventoglide filter fan that is 
a summer ventilator and a year- 
round air circulator is featured in 
the 1960 GE fan line. Model LW-1 
is 844 x 23 x 19% in. and mounts 


in a window. It can be set for a 
mixture of fresh air and room air. 
An inch-thick washable filter re- 
moves dust and pollen from the 
outside air. The motor is water- 
proof and the outercase is rust- 
proof. This model has three speeds 
and is easily installed. It retails 
for $64.95. Other models in the fan 
line range from $18.95 to $74.95. 
Housewares & Radio Receiver Div., 
General Electric Co., Dept. HA, 
1285 Boston Ave., Bridgeport, 
Conn. 


Item 72 
Two serving tray styles 


Two styles of Artistic Wire serv- 
ing trays are available in Lustre- 
Brite brass and brown wood grain. 
The No. 607B is rectangular and 
the No. 608B is round. The ob- 
long tray is 17 x 11 x 2 in. and the 
round model is 14% x 2 in. Both 


trays retail for $3.95 each. Artistic 
Wire Products Co., Dept. HA, East 
Hampton, Conn. 


Item 73 
Radial arm saw for $149 


This Shopmate radial arm saw, 
retailing for $149, can be used as 
a portable power saw. The Shop- 
mate model UP-25 has a 1 hp au- 
tomatic safety-clutch saw. It fea- 
tures ball and bronze bearings, cuts 
21% in. stock at 90 deg and 2 in. at 
45 deg. Other features of the 7 in. 





ITEM NUMBER ON FREE POSTCARD, P. 45 


saw are a heavy duty % in. preci- 
sion Acme elevating screw enclosed 
in a nickel-plated column, heavy 
U-beam 5 point support base and 
a work surface with adjustable rip 
fence. Portable Electric Tools, 
Dept. HA, 320 W. 83rd St., Chicago 
20, Ill. 


ltem 74 
Combined transit and level 
Berger’s Speed-A-Liner Builders’ 
Transit-Level now features an 18- 
power interior-focusing optical sys- 
tem for accurate reading at greater 
distances. It is useful in setting 
construction grades, aligning foun- 


dations and leveling floors. An ad- 
ditional focusing lens has been 
added. A spring-loaded lever-type 
telescope lock converts the instru- 
ment from a transit to a level. 
Model 200 comes with mahogany 
carrying case, plumb bob, white 
ash tripod and instruction manual. 
C. L. Berger & Sons, Inc., Dept. 
HA, 37 Williams St., Boston 19, 
Mass. 


Item 75 
Aluminum screen fastener 


Ludwig’s Deep Fit snap fast- 
ener, No. D435, is handy for fast- 
ening thin-line aluminum storms 
and screens into regular wood win- 
dow and door frames. The spring- 
tension Deep Fit reaches down *%%4 
in. and holds tightly eliminating 
rattles. This model comes packed 


one gross to a counter-top display 
carton. Ludwig Mfg. Co., Dept. 
HA, Racine, Wis. 


Item 76 
Water sprinkler-irrigator 


A two-way sprinkler and _ sub- 
surface-irrigator, called Water- 
spike, sprinkles a square from 2 x 2 
ft to 35 x 35 ft above the ground 
or irrigates below the surface at 
the root level. Its high extension 
tube waters over obstructions or at 
shrub-high level for feeding. The 


Products Co., Dept. HA, 9th & 
Grayson Sts., Berkeley 10, Calif. 


Item 77 
4-hp rotary tiller model 


Owners of large gardens, farm- 
ers and your own rental depart- 
ment customers are traffic for this 


new 4-hp Ariens Super Jet rotary 
tiller. It has a 24-in. standard till- 
ing width adjustable to 8 in. Tine 
extenders are available to increase 
tilling widths. This tiller has a re- 
coil Kohler K-91 engine and a drive 
unit with Timken and needle bear- 
ings and double Neoprene oil seals. 
It also has a low-cost, optional, re- 
verse drive unit and an 8-in. fur- 
rower for attachment on the free- 
swinging depth bar. Ariens Co., 
Dept. HA, Brillion, Wis. 


Item 78 
Upright, wheeled sprayer 


Root-Lowell’s new wheel-mounted 
sprayer, the Cruiser, has an up- 
right elliptical-shaped, 3-gal tank. 
The tank detaches from the cart 











and has a lever action pump or con- 
ventional hand pump and extra long 
discharge equipment. Root-Lowell 
Corp., Dept. HA, 445 N. Lake 
Shore Drive, Chicago 11, Ill. 


il al 


Turn to page 52 for a listing of 
new aids to help you sell better. 
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NEW AIDS TO HELP YOU SELL 


New catalogs, specification sheets, catalog sheets and other free 


literature to keep you posted. Circle number, p. 45 for your copy 


ITEM 86 TAPE RULE CATALOG SHEET 
—Describes Lufkin’s new Ply 
Measure White Clad tape rule 
which indicates directly the number 
of plywood sheets in a stack. The 
rule counts plywood sheets 4 to 
3, in. thick. Details and price are 
given on catalog sheet. Lufkin Rule 
Co., Dept. HA, Saginaw, Mich. 





ITEM 87 FOLDER ON TOOL DISPLAY— 
All details on Stanley’s Uni-Rack 
(No. 2940D) display rack for 
Surform tools are given in this 4- 
pager. All retail prices and packing 
are included plus photographs of 
the new tools in use. Replacement 
blade prices and data are also 
listed. Stanley Tools Div., Stanley 
Works, Dept. HA, 111 Elm St., 
New Britain, Conn. 





ITEM 88 FISHING TACKLE CATALOG 
—Complete catalog of the entire 
Acme tackle line. The new catalog 
includes information on all Acme 
products including the new three- 
on-a-card bubble pack lure package 
for Wonderlure Wobblers. Acme 
Tackle Co., Dept. HA, 350 Dexter 
St., Providence, Rhode Island. 





ITEM 89 ELECTRIC TOOL CATALOG— 
Porter Cable’s line of electric tools 
is described in this free 32-page 
catalog. Price and literature on the 
new Model 165 Belt Sander Kit are 
available. This kit includes 
“The Finishing Touch,” a step by 
step booklet on how to get fine 
finishes. Porter Cable Machine Co., 
Dept. HA, 116 Seneca St., Syracuse 
i a 4 


also 





ITEM 90 RATCHET WRENCH CATALOG 
—A simplified methed of figuring 
correct ratchet wrench sizes for any 
bolt or nut diameter is a feature of 
this new Lowell catalog 62. Speci- 
fications are given for Warnock 
strap wrenches and_ reversible 
ratchet wrenches for special appli- 
cations. Lowell Wrench Co., Dept. 
HA, Worcester 4, Mass. 
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ITEM 91 1960 FISHING CATALOG— 
Shakespeare’s catalog for anglers 
will be available in January. The 
32-page consumer catalog shows the 
complete line of Shakespeare reels, 
Wonderods and lines with special 
emphasis on some new items in the 
line. The multi-colored book, called 
Techniques and Tackle to Catch Big 
Fish, also offers pointers on casting, 
tackle assembly and other informa- 
tion. Available in quantities. 
Shakespeare Co., Dept. HA, Kala- 
mazoo, Mich. 





ITEM 92 60-PAGE EQUIPMENT CATA- 
LOoG—Water pumps and many other 
new or surplus industrial items are 
described in this 60-page catalog. 
One section is devoted to hydraulic 
equipment. Other sections cover 
construction and many other fields. 
Engineering specifications, techni- 
cal drawings and suggested uses 
are offered for each item. Includes 
equipment for original manufacture 
or maintenance in most industries. 
Groban Supply Co., Dept. HA, 1139 
S. Wabash Ave., Chicago 5, Ill. 





ITEM 93 SLIDING DOOR BULLETIN— 
The new line of Har-Vey hardware 
components for prehung, prefabri- 
cated sliding door units is described 
in this new 2-color bulletin. Bulletin 
No. 24 shows how UniTrack makes 
it possible to prefabricate sliding 
doors. American Screen Products 
Co., Dept. HA, Chatsworth, Ill. 





ITEM 94 METAL WORKING TOOL 
CATALOG—Whitney’s 1960 general 
catalog covers the full line of metal 
working tools and includes the rod 
cutter series and the new universal 
bending brakes plus all prices. Also 
available is the 1960 punch and die 
catalog showing styles, features, 
dimensions and_ prices. Shoes, 
holders, strippers and adaptors are 
also included. Whitney Metal Tool 
Co., Dept. HA, 110 Forbes St., 
Rockford, Ill. 


ITEM 95 LIGHTING FIXTURES CATA- 
LOG—20-page catalog shows the en- 
larged Markstone line of recessed 
and accent lighting fixtures for 
residential and commercial use. The 
colorful book shows Lumi-Dome re- 
cessed boxes, Hi-Hat round re- 
cessed, and Eyeball adjustable fix- 
tures. Dimensional drawings and 
calibrated light curves are provided 
for each item. Markstone Mfg. Co., 
Dept. HA, 1531 N. Kingsbury, 
Chicago 22, Ill. 





ITEM 96 FASTENING DEVICE CATALOG 
—Hi-Red plastic expandable screw 
anchors and the Do-It-All anchor- 
ing kit are featured in this folder 
from Holub Industries. The new Hi 
Washers for plaster, masonry drills, 
machine screw lead expansion an- 
chors and toggle bolts are other 
items covered in the 4-pager. In- 
cludes an order blank. Holub In- 
dustries, Inc., Dept. HA, Sycamore, 
Til. 





ITEM 97 PRICE MARKING EQUIPMENT 
—This new 4-page catalog contains 
information on Garvey’s complete 
line of price marking equipment. 
Gives details on price markers, 
marking kits, inks, holsters, band 
layout selections and the Garvey 
reconditioning and parts service. 
Garvey Corp., Dept. HA, 9804 Page 
Blrd., St. Louis, Mo. 





ITEM 98 PERFORATED PANEL FIX- 
TURES—4-page folder describes a 
new adaptor that permits the use 
of additional Adjust-a-Bilt acces- 
sories with Masonite 14 in. Peg- 
Board. Prices of the 11 accessories 
and the new adaptor are given 
along with details on how to in- 
crease closet space. Terms and con- 
ditions of sale are completely 
covered on this folder. Masonite 
Corp., Dept. HA, 3150 Randolph St., 
Bellwood, Ill. 





ITEM 99 MOWER SPRAYER DATA— 
Details of the new Mo-An-Spray 
attachment for power mowers are 
given on this catalog sheet. Instal- 
lation of the attachment, which fits 
most rotary power mowers, is 
covered. A chemical mixing chart 
is also provided. Great Lakes Trac- 
tor Co., Dept. HA, 510 Hanna Bldg.., 
Cleveland, Ohio. 





WINDOW SWEEP LOCK AND KEEPER take 


TOILET-SEAT HINGE made of ZyYTEL is virtually indestruc- 
tible . . . non-corrosive, rust-proof . . . highly resistant to stain 
or discoloration, Easy-to-clean hinge never peels cracks or 
chips. (By Bemis Mfg, Corp., Sheboygan Falls, Wis.) 


Better-made...better-selling. 


It’s the products that work better and look better that 
offer you the best opportunity for high-volume quality 
sales. More and more of these better-selling products are 
being made with ZyTEL nylon resin. ZYTEL offers such 
advantages as high strength, heat resistance, abrasion 
resistance, colorability and good electrical properties. 
When you sell plumbing fixtures, hardware or electrical 
products, it pays to know the extra values that ZYTEL 
gives in each application . . . and to point them out to 
your customers! 

Why not find out more about the properties and end 
uses Of ZYTEL nylon resins—and have the sales-sparking 


MULTI-POSITION ROTARY SWITCH uses 


HARDWARE of Du Pont ZYTEL 


nyton resins 


answers ready for your customers? Write to: E. I. du Pont 
de Nemours & Co. (Inc.), Dept. P-12, Room 2507-Z, 
Nemours Building, Wilmington 98, Delaware. 


In Canada: Du Pont of Canada Limited, P.O. Box 660, 
Montreal, Quebec. 


POLYCHEMICALS DEPARTMENT 


OU PONT 


BETTER THINGS FOR BETTER LIVING UGH CHEMISTRY 


NOZZLE AND SNAP-ON COUPLING for 


advantage of the flexibility and resiliency of 


ZYTEL nylon resin to provide a snap-back 
locking action. . 
piece of hardware. (Window lock above 
manufactured by Ceco Steel Products Cor- 
poration, Chicago, Illinois.) 


. assuring a tamper-proof 


ZyTev for lightweight, tightly sealed hous- 


ing. Internal shaft and slider also molded of 


ZYTEL, assure excellent mechanical and elec- 
trical performance under a wide range of 
operating conditions. (By Industrial Devices, 
Inc., Edgewater, New Jersey.) 


Want more facts? Circle 114, p. 45 


garden hose cannot rust. Molded of ZyrTe! 
nylon resin, they are tough, lightweight, 
low in cost. Quick, casy coupling Is assured 
Will not crack or become brittle in winter 
Storage area. (By Franklin Metal and Rub- 
ber Co., Hatboro, Pennsylvania.) 
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Only self-propelled 
mower of its kind! 


oo" 


NViodel 1227 


NEW INSTANT 
SPIN-START 


Now. . «the famous HOMKO FLEXOR BLADE 


UNCONDITIONALLY GUARANTEED 


to eliminate crankshaft damage! 


Unlike ordinary one-piece 


blades, the Flexor has ex- 
clusive flexible tips that 
swing back after striking 
a solid object, absorbing 
impact and protecting 
crankshaft against dam- 
age. It's unconditionally 
guarenteed! 


ifetime coverage on every 
1969 Homko rotary mower 
featuring the Flexor Blade 


Want more facts? 


EXCLUSIVE HOMKO 
gives full 


... at 5 different 
walking speeds 
and neutral! 


+ The most flexible mower op- 
eration ever devised. Super 
range drive enables you to 
pace mower to meet any cut- 
ting need. Nothing—abso- 
lutely no other drive—like it! 


% Most foolproof of all drives, too. 


BRAND NEW! 
REEL-TYPE MOWER WITH 
FRONT DISCHARGE-—SIDE TRIM 


20” Model 5115 


Extra-low quarter-inch cut for 
creeping bent and other fine 
grasses! 





PRICE APPEAL PLUS! 


NEW low-cost single speed 
self-propelled rotary. 


THE FUN WAY 
TO MOW AT 
POPULAR 
PRICE! , 
24” 
Model 1235 


No other rider of comparable quality 
at the price. 


22 
Model 1226 
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\\, BACK BY POPULAR DEMAND 
\) 


with new features, new sell! 


FAMOUS “MAGIC HANDLE” ~; 
REEL-TYPE MOWERS 

with new 6-biade reel 

for super-smooth mowing! 

18” 

Model 1105 

20 


Model 1115 


18 
Model 1200 
Still America’s 
favorite 
extra 
lightweight 
rotary. 





World's most luxurious 


PLANITOR DRIVE ee 
cutting Dower... Le a =\ . Mode! 1245 


= gs » | er: | => NEW INSTANT 
eas at ri d in g Ss pe ed S ki  & SPIN-START 


= 
from a crawl 
to 41, M.P.H.! \ 


: 


» 


*k Blade speed independent of 
mower speed. You get full 
cutting power even if you slow 
to a crawl. Makes hill mowing, 
weed cutting and trimming 
as easy as ordinary lawn care. 
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e « « no gears to shift or strip! 
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TOP-FLIGHT TRIO OF 
FREE-WHEELING ROTARIES 


\S ...Jn cutting widths for everyone! 
\_ 2? W | 20 ” 


Hs > = Model 1225 | Model 1215 
» WITH : 

\ N ie instant | 18’ 

Q° He SPIN-START 7 Model 1205 


a 





FOLD-AWAY LAWN SWEEPERS 
20” 
Model 5415 | 
29 WESTERN TOOL & STAMPING CO., Dept. 3 
Model BASS | 2725 Second Avenue e Des Moines 13, lowa 


ALL NEW! 


26” SELF-PROPELLED 7 
POWER LAWN . 
SWEEPER 


Model 5365 


Gentlemen: 


Please send me full information on the new 1960 Homko line of power 
mowers. | am also interested in learning about the TOP deal Homko has 
for me. 


\\, 21” SELF-PROPELLED 
1 se ROTARY TILLER 
Model 5300 


Name — 





Firm Name 
Address 
City —————————————— a State 














i am a Dealer | am a Distributor_— _—— 


Manufactured by WESTERN TOOL AND STAMPING COMPAN 


2725 Second Avenue, Des Moines 13, lowa 
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So you want to move to the suburbs? 


Some suburban hardware stores are doing well and some are not. Here are ideas 


that will help you avoid mistakes in selling to suburbanites. 


If you are thinking about open- 
ing a store in the suburbs be wise, 
back off and take a long look at 
your plans and the community you 
have in mind. 

In a recent survey of suburban 
shopping habits, researchers were 
amazed to find the high degree of 
hostility and suspicion with which 
some established stores are re- 
garded in suburban communities. 

In many cases, unfriendly opin- 
ions about stores were based on 
little things happening in mod- 
ern stores that have, in outward 
appearance, every attribute to suc- 
ceed. It’s the little things that 
make up a store’s “personality.” 
And most persons shop in a certain 
store because they find that store’s 
personality pleasing. 

Every store has personality in 
its customers’ eyes, whether it 
tries to build that personality or 
not. A store’s personality projects 
a mental image in each customer’s 
mind. When Mrs. Brown says to 
her neighbor, ‘‘Let’s run over to 
ABC Hardware in my car and buy 
some grass seed,” the neighbor 
forms an immediate picture of the 
store in her mind. Maybe it’s a 
picture of a tidy store with friend- 
ly clerks. Maybe the neighbor has 
a vision of bargains, or vast selec- 
tions, or dirty display samples. 

At any rate, each customer has 
an image in the back of his mind 
of each store recently visited. 

Merely having a big, modern 
store is no guarantee that a store 
will develop heavy traffic. One 
slovenly clerk, one dusty depart- 
ment, one weakness in merchandise 
selection, one tiny incident can 
turn a customer against a store. 
This customer tells other custom- 
ers. Soon a dealer may have what 
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is known as a problem store. 

A problem store is one which 
should succeed but doesn’t even 
when it has every attribute: park- 
ing, traffic, location. When this 
kind of store fails to live up to 
expectations, swift changes are 
needed. 

The average hardware dealer 
cannot afford high-priced consul- 
tants to diagnose weaknesses and 
suggest improvements. He must do 
it himself. 

How? 

Here are some ideas covering 
basic points of weakness that could 
make the most modern of new 
stores fall flatter than a pancake. 
Check yourself to be sure your 
store won’t fail because of them: 


@ Store personality 


Does the trade as a whole speak 
highly of your store? If not, one 
of these things is out of kilter: 

(1) One or more clerks is care- 
less in dress, manners, or product 
knowledge. 

(2) Prices are not competitive. 

(3) The store is not a friendly 
place to shop. 

(4) The store does not take part 
in community drives and civic ef- 
forts. 

(5) Employees and management 
are out-of-towners. 

(6) The store is dirty and aisles 
are cluttered. 

(7) Not enough variety within 
lines, and not enough important 
hardware categories represented. 

(8) Store hours are not con- 
venient. 

(9) Not enough services such as 
delivery and charge accounts. 

(10) Store not laid out for cas- 
ual family shopping trips. 


@ Self service 


Too much self service can kill 
a hardware store fast. Certainly, 
some 65 to 75 percent of purchases 
may be made by customers who 
know what they want and are glad 
to help themselves. But what about 
the other 25 to 35 percent? 

Few stores can afford a 25 to 35 
percent reduction in gross sales, 
and that’s what you’ll lose if you 
don’t wait on the trade when help 
is needed. Self service supplements 
clerk service, it does not replace it. 

Be careful, don’t let your cus- 
tomers say, “It’s a lovely store, but 
I can never get waited on.” 

Every customer will some day 
have a knotty problem involving 
hardware. He’ll need advice in your 
store, although he’s happy to help 
himself on other days. Will your 
customer find this help readily 
available when he needs it? Or 
will you be running a 5000 sq ft 
store where there is never a sales- 
man in sight? 


@ Customer evaluation 


Have you appraised your trade 
thoroughly, or did you figure that 
it wants the same kind of hardware 
all the other stores have? It’s a 
mistake to stock a store on this 
basis. 

Hardware needs vary greatly 
based upon type of neighborhood, 
income, and other factors. More 
paint and different kinds of paint 
are sold in a section where frame 
homes outnumber stone or brick 
homes. A community comprised 
mostly of college trained residents 
will buy more heavily in sporting 
goods and entertainment items. 

Two-car families buy more pow- 
er equipment, sporting goods, and 





patio and lawn care needs. 

Young families buy more house- 
wares and do-it-yourself lines. 

Older families buy more gift- 
wares, lawn care, and power equip- 
ment. 

Apartment families buy more 
bathroom, closet, and kitchen hard- 
ware. 

Emphasis in_ stock selections 
must be placed where the custom- 
ers want it, not where the dealer 
thinks it should be. When stocks 
are kept in line with demand, there 
are many other aspects to be con- 
sidered. 

Some new stores are too spotless 
and antiseptically modern. Custom- 
ers feel that they must dress up to 
shop there. Most shopping centers 
depend on casually dressed trade 
most of the week. The stores, too, 
must be casual. 

Some newer stores figure busi- 
ness will be so good that they won't 
have to worry about neatness, price 
marking, changing displays, and 
the like. Remember, you can be 
surrounded by shopping center 
traffic, but it must become repeat 
traffic in your store to pay off. 

Some newer stores spend more 
time with the well dressed custom- 
er than the jeans-and-shorts trade. 
This is a mistake, because you sim- 
ply cannot judge a suburbanite by 
the way he dresses on his day off. 

The best way to succeed in a 
new store anywhere is to know 
your trade. This line of thinking 
applies to any move or expansion to 
a new location out of your present 
neighborhood. You can’t take any- 
thing for granted. @® End 





CASH IN NOW! 


GIANT 


' a S8- SALE! 
Want Book Fs, 


PROFIT 
MAKERS 


« 


The must 
line for 
the Turnover 


the NEW FULLER #88 Assortment 


This self-service sales magnet is loaded with 
popular, wanted tools—screwdrivers, pliers, files, 
hammers, chisels . . . etc., each in a strong 
"‘see-thru'’ vinyl pouch .. . high-profit items at 
88 retail. 

GET this fast-moving assortment .. . KEEP it 
brimful, and just watch ‘em go! 


ORDER or RE-ORDER TODAY! 


Check your stock and re-order 
today. Bare spots lose 

sales! Ask your jobber for 
other famous Fuller 
self-service money-makers 


FULLER Bal) a 


)’ 3522 Webster Avenue, New York 67 


World's dargest 
Producer of Unbreakable 
Amber Handle Tools 


Fuller Products are made in U.S.A., England and other countries, of the highest quality materials, by skilled 
craftsmen. . . designed for service... and rigidly inspected to preserve Fuller Quality and Reliability. 


Want more facts? Circle 116, p. 45 








HARDWARE HUMOR 





lt bs sS 


didn't think I'd hit it... 


THE EDUCATED 
LUBRICANT! 


Here is a brand NEW Product by the makers 
of X-l-M FLASH BOND. Thoroughly tested 
ond proved, it is certain to be a big seller... 


E-Z-GLIDE SPRAY -LUBE 


7-610 


LU 
SPRAY" 


“THE LIQUID BALL BEARING" 


E.Z-GLIDE SPRAY-LUBE is a multi-purpose product 
that lubricates, preserves and waterproofs without 
drippy mess and stained surfaces, metal, rubber, wood, 
plastics, leather, etc. Eases bind and grind in stick- 
ing drawers, doors, sash. Eliminates ice cubes sticking 
in trays, snow sticking to shovels, grass sticking to 
mowers, tippers sticking. Excellent for treating skis, 


“YOLUTIONARY LUBRICAN 
MSRVaTiVg i warear® yore® 
OF 1000 wSes 
Dees Mer Leave Creat 
A ee 





toboggans. Preserves and waterproofs guns, reels, 
luggage, etc. 


Write for further details and attractive 
Dealer Proposition. 


Another X-I-M Product 


H. FORSBERG COMPANY cltvecano 14 onto 
Want more facts? Circle 117, p. 45 
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How a store can join in 


an historical celebration 


The present Shannahan & Wrightson Hardware Co. 
store in Easton, Md., is a big, modern store. It has 
9000 sq ft of display space. It has self service. It has 
air conditioning. 


Yet the store rests partially on foundations that are 
249 years old. This fact came to light recently when 
the firm dug into its history to help the local news- 
paper celebrate its 160th anniversary. 


John G. Shannahan, Jr., who operates the firm, took 
on the job of research on the store’s origin. He found 


that the store started from a blacksmith shop in 1769. 
Then in 1791 the store was sold on a 99 year lease 
with ground rents. Ground rent was paid off in 1907 
by the present company. Improvements and expansions 
in 1900, 1910, and 1950 changed the building, and 
resulted in the present modern store. 

Mr. Shannahan had a personal interest in his re- 
search efforts, for he is the great-great-great-great 
grandson of one of the founders. 

The four drawings, below, show various stages of 
the store’s development. 


Four stages of development of an 189 year old hardware store. 





1. 


ow 


bee: 
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You can sell more soods to women 


(Continued from page 28) 


At least they select the paint. They 
have learned much about the qual- 
ities and uses of paints, of all 
kinds. 

Women also understand the tools 
of painting. Among strictly hard- 
ware items at Miller’s, the highest 
ratio of women buyers is in the 
paint section. 

This is partly due to a large 
number of women operating room- 
ing houses, small apartment houses, 
and rental cottages. Though more 
prevalent in tourist areas, these 
women are a vital market in any 
city, Mr. Miller believes. With 
handymen scarcer and_ costlier 
these days, landladies don’t hesi- 
tate to make repairs themselves. 


How to upgrade a sale 


Women consistently buy quality 
tools and paints, if all grades are 
together so they can compare them. 

Cheap tools have virtually dis- 
appeared from Miller’s backup 
stock, because women won’t buy 
them. “Those who want cheap stuff 
go to the five-and-ten anyway,” Mr. 
Miller says. Hence low-priced mer- 
chandise on display serves mostly 
for price comparison purposes. 

Miller’s has had similar experi- 
ence with most of its merchandise. 
Now, all items are now grouped 
functionally. That is, all skillets 
are together, whether iron, alumi- 
num, copper or ceramic. 

When this functional arrange- 
ment was finally completed after a 
year’s time, it was found that a 
slight upgrading had _ occurred 
throughout the store in the aver- 
age quality and price of the mer- 
chandise sold. 

This is why the larger the store 
gets, the less price resistance it 
has been experiencing. When a 
woman can do her comparison shop- 
ping all in one store, she offers 
fewer excuses to look around some 
more before buying. Price is more 
often an excuse than a valid ob- 
jection. 

But shopping around must be ac- 
cepted as a feminine characteristic 

and catered to. Women browse 
more than men. One reason is for 











escape from household routine. 
Variety-induced browsing boosts 
impulse buying. One rainy day 
four women poked among Miller’s 
very wide variety of food prepara- 
tion and cooking gadgets. In three 
hours they bought $50 worth, for 
themselves and as gifts. They filled 


) 
i 
i 
| 


) 


| ee 
i UE 


| 


one of the supermarket carts pro- 
vided by the store. 

Miller’s draws traffic from all 
the surrounding counties. 

It carries a small advertisement 
in the Sunday magazine section of 
the Orlando paper. This has wide 
readership throughout central 
Florida. 

A small but healthy mail-order 
business has developed. It includes 
things like fancy shelf paper, 
wherein customers send back sam- 





Hardware men know that in every product one quality 
brand stands out. In hose clamps that brand is 
AERO-SEAL — often copied, never matched. AERO-SEAL 
JET clamps have an exclusive patented quick-attach 

feature, plus the famous AERO-SEAL precision 
worm drive screw that tightens evenly all around, 

never shakes loose or snaps open. Bands and housings 
are of 302-18-8 stainless steel — won’t corrode. 

There’s more profit and more customer satisfaction in 


AERO-SEAL — JET OR REGULAR AT THE SAME PRICE. 


few-Seal JET 


eT ef RSG iN ¢ 


Want more facts? Circle 118, p. 45 


Quick-Attach Hose Clamps 


SMU Ft 
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SPECIFICATION 





RUBBER TAPE 


easy handling ... instant fusing 


Here’s the tape for high voltage insula- 
tion! Easy to work with, Gold Seal 
Rubber Tape fuses together instantly, 
provides long-life insulation protec- 
tion. With its high dielectric strength 
and ability to conform to irregular 
shapes, Gold Seal makes a perfect 
insulating splice — and makes repeat 
sales! For faster turnover, for steady 
profits, ask your supplier for Gold 
Seal Rubber Tape made by Jenkins 
Bros., Rubber Division, 100 Park 
Avenue, New York 17. 





In 10-rol] containers or 
single rolls. 





Each roll sealed in 
cellophane, stays fresh. 





Gold Seal Frictione RUBBER- Plastic Tapes 
Commercial and Specification Grades 


Want more facts? Circle 119, p. 45 
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| You can sell more goods to women 
(Continued from page 59) 





ple clippings to be matched. An- 
other good mail order line is cook- 
ery gadgets. 

In any given month more than 
500 retail charge accounts will be 
active for this store. These repre- 
sent mostly middle and upper in- 
come homes. There is almost no 
rural or industrial trade. 

Charge accounts are invited by 
placards at the check-out counter. 

Miller’s staff includes Mrs. Mill- 
er, a son, son-in-law, one veteran 
male clerk, and four women clerks. 

The women were hired to serve 
in housewares, furnishings, and 
gift sections. However, they have 
proven effective throughout the 
store. 

“Women clerks 
bluff like a man if they don't 
know something. They ask ques- 
tions until they are satisfied they 
understand a product,” Mr. Miller 
says. 

“Women clerks are naturally 
good housekeepers. They are dust- 
ing and polishing on their first 
days in the store to get acquainted 
wich the stock. 


usually don't 


“They keep dusting whenever 
they have a spare moment.” 

Stock at Miller’s is always dust- 
free and fresh looking, a vital point 
with women customers. 

Displays are designed for self 
service. But clerks approach en- 
tering customers promptly to di- 
rect them or to expedite a hurried 
purchase. 

If the newcomer desires to look 
around, she is left alone promptly, 
though the clerk may suggest cer- 
tain new items are worth looking 
at. 

Most important, clerks remain 
alert to return the instant a shop- 
per looks around for aid, or ap- 
pears to have decided on an item. 
With women this can result in sev- 
brief contacts before a sale 
results. 

Finally, Mr. Miller says, ‘clerks 
should push related items in any 
hardware store, but particularly 
with women customers in an old- 
line hardware department. Many 
of them look on it as a service, 
when reminded or informed of 
related supplies or tools. @ End 


eral 





How to sell marine lines 


(Continued from page 29) 


given free. If the new boat owner 
does not have a trailer hitch, the 


store puts one on for him. This 
is also free, in most cases. 
In the back of the store Mr. 


toberts has a small shop where 


motors are repaired and _  over- 
hauled. If a motor is worn con- 
siderably, he tries to induce the 


owner to trade it in on a new one. 
The old motor is completely over- 
hauled and sold. 

Boats are displayed outdoors 
since the store is only 25 x 90 ft. 
Mr. Roberts keeps two boats in 
front of the store, and four to six 
models back of the store. Other 
models are kept in a rented ware- 
house. Mr. Roberts is considering 
a building of about 5000 sq ft for 
boat displays and storage. 

“We are planning to make a few 


of Roberts 
says, 

“By pooling ideas of mine and 
my key customers, we have designs 
for a couple of models that should 
sell.” 

Mr. Roberts believes in advertis- 
ing but he pinpoints it. He spon- 
sors a newscast over the local TV 
several times a month. This costs 
$50 for a 15-minute broadcast, so 
he uses television during the busy 
seasons or when a new boat model 
comes out. 

Mr. Roberts reduces’ shipping 
charges by hauling the boats from 
the factory near Dallas, about 350 
miles away. He has three trailers. 
One trailer hauls two boats, one 
earries four, and another one can 
haul five smaller boats. 

A sizeable number of boat sales 


our own boats,”’ Mr. 


are made on credit. Mr. Roberts 
finances some of them, but banks 
carry most of the credit paper. The 
usual terms are 20 per cent down, 
with 24 months for complete pay- 
ment. 

Before selling a boat on credit, 
Mr. Roberts checks the customer’s 
references, paying particular atten- 
tion to the man’s employer, and 
his rating with the Retail Mer- 


chants Association. By being care- | 
ful, this store’s credit losses have | 


been negligible. 

The store carries two leading 
brands of boats. Mr. Roberts says 
he never stocks a boat because of 
whim or high-pressure sales talks. 

“IT take my new boat 
the lake and try it out,” he says. 


“I’ve got to test the new model | 


and sell myself on it. When I’m 
convinced it will help our volume, 


on them.” 

Mr. Roberts employs two sales- 
men and a boat mechanic, Each is 
trained in marine supplies. They 
must know how to discuss boats. 

Another thing that draws traffic 
to the store is Mr. Roberts’ knowl- 
edge of nearby lakes, and fishing 
conditions. 
with concession owners at various 
lakes for water, fishing, and camp- 
ing information. Mr. Roberts 
passes along such information. His 
store has become unofficial head- 
quarters for local boating and fish- 
ing enthusiasts. 

“To sell boats,” he says, “‘you’ve 
got to work at it unceasingly.” 

@® End 
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"What do 1 want? Why don't you 
try reading your mail?" 











right to | 


, , | My Mother-in- 
I start telling customers about it. | 


This enthusiasm somehow rubs off | 


He has regular contact | 





G00D NEWS LETTER from 











MERRY CHRISTMAS and 
HAPPY NEW YEAR 10 ALL 


from all of us at Woodhill Chemical. We hope that 
you and your family have a wonderful holiday .. . 
we'll make sure that you have a happy new 
year with our wonderful line of DURO-PLASTIC 


products. 







bene 1cre 
one happy 


line. 


law calling 
on accounts. 


1390 East 34th Street 


MENDS EVERYTHING 
BUT A BROKEN 


something to fix just about everything 
but these two little things. Keep 
(especially 
stocking the complete DURO-PLASTIC 


Cordially, _ 
la AOL 


Sales Manager and Son-in-law 


is the only mother-in-law approved line. 
ORDER FROM YOUR JOBBER OR WRITE 


THE WO ODHILL CHEMICAL CO. 


‘Originators and world’s largest manufacturers of Plastic Aluminum’”’ 


Cleveland 14, Ohio 
Want more facts? Circle 120, p. 45 
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fabric repairs 
Weve got 


every- 
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GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 





BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, W. Y. 











Want more facts? Circle 121, p. 45 
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Stretch your advertising dollars. 
Use this 4 p. Directory of House- 
wares Manufacturers with Co-op 
ad funds for dealers. Lists com- 
pany, product and how much 
co-op money allowed. Send 20¢ 
to HA Reader Service Dept. for 
a copy. 


HARDWARE AGE 


Chestnut & 56th Sts., Philadelphia 39 








a 


The manufacturers of 


) 
? WESSEL 


: hardware 

» specialties 
extend to you their 

< sincere good wishes 


‘ for the holidays and 


for the years ahead 





7. 


WESSEL HARDWARE CORP. 
919.931 N. FIFTH ST., PHILA 23, PA. 


Geo. S. Hall Co., 25 Granville St., 
Toronto 1 


EXPORT 
Hall & Reis inc., 165 Broadway, 
New York 6 


vy 
Want more facts? Circle 122, p. 45 
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o. Parrish Floats e Rod Rest | 
* Spinning Floats e Ded-Hed Spinning | 
' ‘Practice Plugs = ==} 


i ny og Floats 
ork Floats © Replacement Rod Grips 


When you buy DAYTON it means one source buying — 
You save time—gives you fast efficient service 
Cultivate Customer Confidence _ 


Sell only the BEST—SELL DAYTON — 



















by Drayton 
HAVE ROD TIP ACTION! 
9 STANDARD SIZES 


afte fant oH 


SLIDING - CASTING 
FISHING FLOATS 
Extra light balsa, 
“completely waterproofed 


SPIN FLOATS id, 
PAN FISH FLOATS 77, 


NEW ROD REST 
“The Angler’s Third Hand’’ 


Protects rod and reel... F 
frees both hands for rowing, 4 
changing bait, lighting a ‘@ 
cigarette, or to carry ' 
“catch” and tackle box. 











| Dayton Flats are American Made 


cates ae lla NR. alien 





2701 S. Dixie Drive * 


| in Canada: Dayton Bait Reg., | | : as 
11580 Poincare Street, Montene 12, Quebec 
Want more facts? Circle 123, rs eo. 
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bestest 








W. D. LEWIS, vice-pres- 
ident of Pierson - Lewis 
Div., General Supply & 
Tool, Inc., began his hard- 
ware career on Oct l, 
1904, when he started 
with Yale & Towne Man- 
ufacturing Co. as an ap- 
prentice. He later received 
the first diploma of grad- 
uation issued by Yale & 
Towne. After spending 
some time in the Yale & 
Towne New York office, 
he transferred to Chicago where he handled con- 
tract work. Mr. Lewis went on the road, cover- 
ing several western states, and was made Chicago 
manager in 1917, holding this position until retir- 
ing in 1925 to form the Pierson-Lewis Hardware 
Co. Mr. Lewis is still active as vice-president al- 
though the company is now known as Pierson-Lewis 
Div., General Supply & Tool Co. Mr. Lewis be- 
longs to the Masonic Order and Murat Shrine 
Temple, Columbia Club, Kiwanis Club, is a life 
member of the Central States Hardware Club, In- 
dianapolis Construction League, and a member of 
American Society of Architectural Hardware Con- 
sultants and the National Builders’ Hardware As- 
sociation. Mr. Lewis celebrated his 75th birth- 
day on Sept. 28. 





















































gives you 


Added Volume and 


Greater Margin 























"WE'RE ON ‘EASY STREET’ NOW THAT WE'RE SUGGESTING 
COTCH’ BRAND MASKING TAPE WITH EVERY PAINT SALE!" 





“SCOTCH” and the plaid design cre registered trademarks of 3M Co., St. Poul 6, Minn. 


see | 
TMiianesora Jfinine ano ]/fanuracrurine company % 
e+e WHERE RESEARCH IS THE KEY TO TOMORROW | 






































ate BIG INVENTORY NEEDED! 
* Fa \ > <a 
me " : _ a FAST MOVING... 
XN aN ess ae. ee N : ly i 
~ “ The Duncan Hines brand name adds ss 
ae value to the products it distinguishes. te ib 
Competitively priced and packaged for impulse sales! For a quarter of a century, Duncan - a | 
e Caster cups (for both carpets and floors) e Swivel Hines has symbolized the best in dining 
glides e Button glides e For any leg diameter or shape, pleasure \ > oe 
any load (to heaviest!) e Free Bar Rack with pre-selected \ a 
stock order. \ ; 
py yt td UNITED STATES CASTER CUP CORP. Now your customers are demanding 
FULL FACTS to , Subsidiary, Childlore Corp. this added value in products for the \ 
219 W. 15th St Kansas City, Mo. home. They know that this famous 


Want more facts? Circle 124, p. 45 


MOST PROFITABLE SASH CORD ; \ 
his added value works for you. It 
YOU CAN SELL! a nape customers, increased \ 
urnover, quality. 
SPOT-CORD®—Solid braided, smooth finished, 


finest quality cotton, guaranteed free from imper- 
fections. Longest wearing sash cord made. 


SPOT-CORD 


BAGGED to keep it clean TAGGED io tell how to 


replace sash cord 


SAMSON CORDAGE WORKS, BOSTON, MASS. Hines-Park Foods Inc. | 


name stands for the best of whatever 
it marks. 





























Want more facts? Circle 125, p. 45 Want more facts? Circle 126, p. 45 
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Convention Calendar 


convention shows conferences 

















Convention Check List 


For complete details about the conventions and shows listed below, see the 
alphabetical listing starting on page 86, Dec. 3 issue. The next 
complete listing will be in Jan. 14 issue. 











° 
is your January 2-5 lowa Retail Hardware Assn. 
3-4 Witte Hardware Corp.. Dealer Des Moines 
| Show, St. Lou 5-7 Home Improvement Products 
ONE-STOP SOURCE | 3-5 Ace Hardware Corp. Conven- Show, Chicago 
tion & Exhibit, Chicago 6-8 Tennessee Retail Hardware 
11-13 Minnesota Reta)! Hardware Assn. Nashville 
for Assn., Minneapoli - 7-9 Oklahoma Hardware & Imple- 
11-15 Nation Housewares Exhibit . ment Assn., Oklahoma City 
Chicaa 7-9 Our Own Hardware Co. Con- 
SCREWS NUTS 17-19 Illinois Retail Hardware Assn vention & Merchandise Show 
’ Sprinafield Minneapolis 
AND BOLTS 17-19 Texas Hardwore & Implement 7-9 Virginia Retai! Hardware Assn. 
Assn., Dalla Virginia Beach 
17-20 Weed & Co., Blue Chip Dealer 7-10 Ohio Hardware Assn., Cleve- 
for Every Industry ! Merchandise Show, Buffalo, N.Y. iand 
18-20 Western Retail Implement & 10 Connecticut Hardware Assn., 
Hordwore As n. Konsa City eg wil _ ‘ 
Mo. 9-11 . Y¥. Schelly & Bro., Inc. n- 
STEEL ¢ BRASS 20-21 Supplee-Biddle-Steltz Co. Lawn nual Spring Preview & Mer 
COPPER e NAVAL BRONZE Gorden Ind Outdoor Livine chandise Show A lentown, Po 
Show. Philadelphia 14-15 Arkansas Reta Hardware 
SILICON BRONZE 24 Conron, | Dany Ml. & Assn., Little Rock 
Davenport lowo -ombined 14-16 California Retai| Hardware 
STAINLESS STEEL deoler hay | Assn. Western States Hard- 
24-26 Alban Hardwore & Iror ware-Housewares Show San 
MONEL ¢ ALUMINUM oe eee At 
24-26 Hibbard, Spencer, Bartlett & 14-16 Kentucky Retail Hardware Assn. 
Co. Merchandise Show & Cor Louisville 
vention, Evanston | 14-16 Nebraska Retail Hardware 
24-26 Intermountain Assn + Hard Assn., Lincolr 
| ware & Implement Dealers. Salt 14-16 Tri-State Hardware & Imple- 
| Lake City ment Assn., Amarillo, Tex.. 
24-26 North Coast Retail Hardware 15-17 Pennsylvania & Atlantic Sea 
Assn., Portland. Ore. board Hardware Assn., Harris- 
25-26 American Hardware Supply C burg, Pa. 
| Annual Merchandise Fair & 16-18 Michiqan Reta) Hardware 
Stockholde: Meeting Ds 44 Assr Srand Rapid: 
| ey 20-22 New England Hardware Deal 
bia Phe - se er Acen R ston 
eed rs Five 1 - "f 21-23 Alabama Retail Hardware 
Spring Merchandise $ Min Assn., Birmingham 
ae 21-23 Pacific N vest Hardware & 
96-27 Ind . a ron a Implement Assn., Portland, Ore. 
’ . “47 Indiana Ketail rardware /\ssn. 21-23 West Coast Hardware & House- 
Industry’s Easiest-to- Indianap sinner iin ini einen 
Use Catalog places all 26-27 Van Camp Hardware & Iron 21-23 West Virginia Hardware Assn 
: Co. Spring & Summer Merchan- Parkersbura 
your Fastening needs at dise Show. Indianavolis et ihe tin of Ge Com 
your fingertips! Large, 26-28 Missouri Retail Hordware Asen. teu tankeue & Houseware 
clear listings, helpful St. Louis | Show, Charlotte, N. C. ” 
illustrations. Use your \ 26-28 Mountain State Marduase & -w to New _ — Ratg dord- 
XJ im lemen Acc Pemwar or. 2 wore ssn. yrocuse 
Jefferson catalog today a c . 
and every day. Additional —_ ri “ “a i hy arerware Co. March 
; = ual Dealer w, Lebanon . — ; | 
copies free on request. | Pg. 6 S. Federb 1S J Co. Spring Deal. oe 
B Oe RE a er Show, Lodi Armory, Lodi, NJ. 
v : ee “4 7-16 American Toy Fair, New York 


Feb. 2 Hardware A sn. Raton Rouge 22-24 South Dakota Reta)! Hordware 


© Jefferson's Service Desk speeds La. Assn., Huron 
your mail, phone or telegraph order 31 to Frankfurth Hardware Co., Mer- ’ 
to our stockroom within minutes Feb. | chandise Clinic & Show, Mil- April 
after it arrives . . . for same-day waukee 4-9 Nationa! Builders’ Hardware 
shipment of most orders. You can't 31 to Wisco Hardware Co., Annual Assn. Management Conference 
beat Jefferson service — anywhere! Feb. 2 Merchandising Schoo! & Sales Princeton, N. J. 
Show in cooperation with Uni 
versity of Wisconsin Sct | of May 


Commerce 5. .*f 
15-17 Pacitic Coast Conference of 
on National Builders’ Hardware 
y Association and the American 
bom Wiscons n Ret } HH rdw ire 


Society of Architectural Con- 


SCREW CORPORATION | Assn., Milwaukee sultants, Portland, Oregon 


691 BROADWAY * NEW YORK 12, N. Y. For complete details about conventions and shows listed above see the Dec. 3 
SPring 7-8400 | issue of Hardware Age. 
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is the time 

to stock up ay 
WRIGHTLINE 
REVERSE TWIST NETTING 


Wrightline Reverse Twist Netting with 
reinforcing line wires unrolls perfectly 
straight and flat—and stays that way. 
It’s easier to stretch—has no sags or 
bulges. Furnished galvanized either before 





























:* or after weaving. Stock up now to meet N Rg 
the spring demand. Order your supply E ’ 
~ yagi today for shipment with other fine Wright for tt d | 3 

Woven Wire Products. da ] Po e lang 
wae the 
Se eS netting 
ae with the 
Sc famous 
Win ROOSTER 
wr trademark 
te | 
Oa Jj Closeup of reverse twist and reinforcing line wire 








G.F. WRIGHT STEEL & WIRE CO. 


WORCESTER 3, MASSACHUSETTS 


r Your most dependable source of supply for ’ 
Industrial Wire Cloth © Woven Wire Lath @ Hardware Cloth | 
| Welded Wire Fabric @ Wire Strand © Flower Fence 
Gutter Guard @ Packaged Galvanized Wire 


Want more facts? Circle 128, p. 45 











CONTROLS 





LIST PRICE IT BREATHES 





ANTI-SYPHON CHECK VALVE 


Full water-way.No restriction, 34" pipe A 


UNION VALVE (Non-Union $2.60) | 


Swivel seat for long life, 44°’ pipe $3 














POP-UP SPRINKLER HEAD 




















‘0 $100 
Pops up 1 '2” above grass | | Send for brochure and complete facts. 
j NAME ‘ 
REGULAR SPRINKLER HEAD ADDRESS _ 
Fully adjustable, solid brass 20 —— STATE Ss 
#3 HOSE TO PIPE FITTINGS 30, tenet eas ome em a 
Various sizes available ' 5 ¢€ L ee ® 
HOSE Y 68 CHARCOAL + GREEN 
Ideal for Siamese connections NATURAL (TAN) 


INDIAN IVORY ¢« ROSE 
OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 


GUARANTEED AGAINST DEFECTIVE WORKMANSHIP POR-O-POR CoO. of FLORIDA 


PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY MOUNT DORA, FLORIDA 
CHAMPION BRASS MF 


1460 NAUD ST. ® LOS ANGELES 12, CA 
Want more facts? Circle 129, p. 4 Want more facts? Circle 130, p. 45 


HARDWARE AGE, December 17, 1959 © 65 




















How's the Hardware Business? 





FTC cracksdown on bait advertising and switch 
selling: Issues four-point guide to businessmen 


The Federal Trade Commission 
is cracking down on misleading ad- 
vertising involving bait merchan- 
dise and switch selling. 

The FTC 
guide to aid its field men decide 
what constitutes a violation. This 
guide will also help businessmen 


is issuing a four-point 


avoid violations, and spot violations 
by competitors. 

This is the second crackdown by 
the FTC on unfair merchandising 
practices. The first crackdown, 
more than a year ago, was against 
fictitious retail pricing. 


A dim view on bait ads 
Charles E. Grandey, 
the bureau of consultation, 


director of 
said the 
new guide against bait and switch 
is to stop a “particularly virulent 
form of deceptive pricing. 

“The Better Business Bureau has 
long characterized fictitious pricing 
and bait advertising as the ‘twin 
shames of advertising,’ and this 
Neither is de- 
there can be little 
doubt that the more unscrupulous 


certainly is true. 
fensible, but 


buyers with a 
bargain-priced article and then re- 
fuse to sell 


practice is to lure 


How to spot a bait ad 

Here is a summary of the four 
points in the FTC bait and switch 
guide: 

|. Bait Advertisement. No ad- 
vertising containing an offer to 
sell a product should be published 
when the offer is not a bona fide 





Reports on FTC crackdowns 

For reports on Federal 
Trade Commission’s drive on 
deceptive pricing see HA in 
1958, Aug. 28, p. 10; Oct. 23, 
p. 10; Dec. 4, p. 12 and 96. 
Also: 

“Now you can fight phony 
pricing,’ Jan. 29, p. 33. 

“How to protect yourself 
against unfair price competi- 
tion,” Aug. 13, p. 68. 
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effort to sell the 
product. 

Initial Offer. Sellers should 
not misrepresent a product in an 
advertisement in any way so that 
later, by disclosing the true facts, 
they will be able to switch the 
purchaser from the advertised 
product to another. Even though 
the true facts are subsequently re- 
vealed to the buyer, the law is vio- 
lated if the first suatnet is secured 
by deception. 


advertised 


Discouragement of Purchase 
of Advertised Merchandise. Ad- 
should not 
the purchase of advertised mer- 


vertisers discourage 
chandise as part of a bait scheme 
to sell other merchandise. The 
following are among. practices 
which will be considered in de- 


(Continued on page 69 


N.Y.C. Better Business 
Bureau supports FTC 

Perhaps the most significant 
point made by the FTC in its 
guides, according to Hugh R. Jack- 
son, president of the Better Busi- 
ness Bureau of New York City, is 
the one which makes it clear that 
the mere selling of some advertised 
merchandise does not necessarily 
preclude the existence of a “bait 
and switch’ operation. 

“This has long been the position 
of the Better Business Bureau,” 
Mr. Jackson points out. “It has 
been our experience that in cases 
where ‘bait’ merchandise could be 
purchased, small amounts were 
purposely being sold to try to give 
the appearance of legitimacy. Ac- 
tually, the fact that a few ‘bait’ 
items are sold is no defense. It’s 
part of the scheme. 

“This important concept in rela- 
tion to ‘bait’ advertising law, en- 
acted a year and a half ago, should 
enable state authorities to wage an 
effective campaign against ‘bait’ 
practices here,’ Mr. Jackson said. 
He noted that the state law, to 
date, has not been tested. 


October construction 
up 2% from October 1958 


The value of new construction 
put in place in October amounted 
to $4.8 billion, 5 percent less than 
in September, but 2 percent more 
than in October 1958, reports the 
Commerce Dept. 

The October decline, which was 
more than seasonal, affected most 
all types of major construction. 

For the first 10 months this year, 
the volume of new construction put 
in place was $31.9 billion, 13 per- 
cent ahead of the like period a year 
ago, 





Consumer Mailers —— 


New Wholesalers’ Aids 
for Dealers’ Use 








Three wholesalers join 
to issue spring mailer 

A Spring Circular is being pro- 
moted by C. Y. Schelly & Bro., 
Inc., Allentown, Pa.; H. C. Prutz- 
man Co., Altoona, Pa., and R. F. 
Willis Co., Pennsgrove, N. J., to 
build traffic and sales in home and 
garden departments for their deal- 
ers, 


The circular contains 66 home 


These are only © few of the 


VALUES dering ows Spring Jamboree! 
=a /|| a ANTKN. 
CTRILOAWY PAYV LON 
SS J ~ YN bY A 
3 nal bovZ. ALIALANY 














Dealer Imprint Here 


and garden items of proven spring 
interest at better than average 
prices. It is printed in four colors, 
and is tabloid size. 

A large store trim kit and ad 
mats are also available. 

These wholesalers have joined 
together to lower the cost of pro- 
ducing this circular for their 
dealers. 








$80) 


Retail hardware sales The Campbell Chain , rr > 


up .4% in October 
In spite of unemployment caused | “PACKAGE” offers 


by the steel strike, October retail 
hardware sales were $243 million, 
1 .4 percent gain on October sales 
a year ago. . 

Retail store sales for the first 10 better SeETULCe... and 
months of 1959 were $2,243 mil- 
lion. That’s $103 million, or 4.8 do it yourseif,,. 
percent more than sales for the e 
same period a year ago. Self-Service | 

Here are the Commerce Dept.’s | rr ri 
unadjusted estimates of retail 4 


7. = 
hardware store sales for the last Display 


three vears. 






better products, 


(MILLIONS OF DOLLARS) 


1959 1958 1957 Merchand isers 


January ... 174 172 183 
February .. 167 154 174 
March ..... 193 178 208 W 
April ...... 245 224 221 Help You rap Up 
May ....... 263 257 253 
SUMO on nccs 262 238 248 
July ....... 240 227 238 MORE Sales! 
August .... 229 223 234 
September . 227 225 225 
October es 243 242 240 
semein. “denier <maties *4 A. Attractive Reel Display Units 
TEN MONTH These convenient stands invite self- 
TOTAL .. 2,243 2,140 2,224 service with their many new features: 
November .. 225 229 Load from front 
December 228 283 New chain cutter attached 
oe Handy chain-end holders 
$2,653 $2,736 Tilted to provide better display 


Interchangeable welded and 
weldless reels 


Promotions | Stands and cutter, for light chain, are 
| supplied free with the purchase of 


Manufacturers’ New | varus ssertmens 


B. “Blue Temper” Merchandiser 
Merchandising Plans | Versatile two-way display that’s per- 

fect for counter or aisle! Here is a 
complete welded chain department in 


just one square foot of space! Ideal start- 
Sherman offers dealers ing stock—just the popular sizes and 


49 percent "Profit-Pac" lengths: *” and 4” chain in 10’, 15’ 
H. B. Sherman Manufacturing and 20" ene and *is” chain in 10 

Co., Battle Creek, Mich., is offering and 20° lengths. 

dealers a chance at 49 percent profit C. Footage Pack “Cam Pails” 

with the purchase of the “#49 All-steel 

Profit-Pac.”’ 














, water-resistant pails—all 
clearly marked for identification of 


This special offer gives one Jet | contents. Easy to stock and display. 
stream sprinkler and five flow stop | Proof Coil and BBB available as 
hose shut off valves free to the | follows: *6"-250'; %4"-150'; %%@”"-100’; 
dealer with the purchase of four | 36"-75'. 


wave type sprinklers. 

The retail price of the entire 
package, four wave sprinklers and 
bonus gifts, is $9.70. A 49 per- 
cent profit realized by the dealer. 

The bonus offer will be good un- 
til Jan. 31, 1960. 


Get complete information from your 
| Campbell wholesaler or write direct 





CAMPBELL CHAIN Gomsany 


FACTORIES: York, Pa.; West Burlington, lowa; Alvarado, Calif. 
WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 


Want more facts? Circle 131, p. 45 > 








Stock the one 
Li meleigsley-y- 
water seal 




















Proved by home owners 
— contractors 


widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 


Wood + Tile + Stucco « Masonry 
Concrete «+ Shingles « Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains « Retards dampness 
in basements « Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furnit ure, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 
agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 

son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
ave inventory. 


Write for complete information and name of 


distributor nearest you. 0006 


J 
MANUFACTURERS OF FINE PROTECTIVE 
CHEMICALS SINCE 1929 


E. A. Thompson Co., Inc., Merchandise Mart, 
San Francisco 3, California 


San Francisco * Los Angeles * San Diego * 
Portland * Chicago © Seattle * Denver © Dallas 
Houston ¢ St. Louis * St. Paul * Detroit *¢ 
Philadelphia © New York City * Memphis °¢ 
Cleveland ¢ Factory: King City, California 


Want more facts? Circle 132, p. 45 
68 «© HARDWARE AGE, December 17, 1959 


year ago. 





| Porter-Cable power tool 
_ rating system announced 


Porter-Cable Machine Co., Syra- 
cuse, N. Y. is “star-rating’’ its 
complete line of power tools into 
four easier dealer- 
identification. 
upon features, uses and 
price, the tools will be rated as 
‘Gold Star Tools,” the best of the 
line; “5 Star,” tools with five out- 
standing “4 Star” and 

} Star” 

The feature determining the rat- 
ing will be displayed on a crest 
placed on each power tool. All ad- 
vertising will carry reference to 
rating system 


categories for 
customer 
Based 


features: 
tools. 


the new 


Waring Products Corp. 
raises prices Jan. 1 

Products Corp., New 
York, has announced a price in- 
crease on a number of Waring 
products effective Jan. 1. 

Price increases are 
white Blendor, 
price $42.95; 
was $44.95, 
and 
new 

was 


Waring 


702 antique 
$39.95, new 
702 chrome Blendor, 
new price $47.95; 702 
brass’ Blendor, 
price $49.95; 
$44.95, new 
drink mixer, 
price $26.95; 
was $19.95, 


Was 


copper 
$47.95, 
Blendor, 
$46.95; DM-4 
$24.95, new 
hand Mixor, 
$20.95, 


was 
PB-5 
price 

was 
RM-2 
new price 


Rubbermaid changes price 
on two houseware items 


Rubbermaid Inc., Wooster, Ohio, 
has announced price changes on 
two houseware items, both effec- 
tive Jan. 1. 

The changes are: 

The 1191 drainer tray, 
from $3.49 to $2.98. 

The redesigned version of the 
6021 dish drainer will be sold for 
$1.79 as compared with the current 
price of $1.59. 


reduced 


Business failures down 

Business failures for the week 
ended Nov. 26 were 268 or 19 less 
than for the previous week but 24 
more than for the same week a 
Business failures to date 
are 13,227, down 1,007 from the 
same period in 1958. 


Car Zeal 
Tools 


that capture 
self-service, 
umpulse sales 
with color 
and styling 
by Raymond 


Nonret 
DISSTON | 4) | .4  §. DIVISION 


H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY with 14 DivVI- 
SIONS including: Thermoid, Delta-Star Elec- 
tric, National Electric, Peerless Electric, 
Riverside-Alloy Metal, Refractories, Connors 
Steel, Vulcan-Kidd Steel, Forge and Fittings, 
Disston, Leschen Wire Rope, Mouldings, H. 
K. Porter Company de Mexico, S.A., and H. K. 
Porter Company (Canada) Ltd. 

Want more facts? Circle 133, p. 45 





= THE ey CALLS = 


DYKEM 
STEEL BLUE‘ 


StoP Zs 


AS 
Lost! | 
Dies and 
—= Templates| 


ff ae 


TA 
ooo 


> \ 


» | 
gt @ 
; TH 
weseeedll 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305B North 11th St. « St. Louis 6, Mo. 


UOUHAEVALALUOULULUULULAUALANULULE peeee 


Want more facts? Circle 134, p. 45 





FTC eracksdown on bait 
ads and switch selling 


ee - SEND FOR CATALOG 
HARDWARE (Continued from page 66) | AND JOBBER’S NAME 
ITEMS termining if an advertisement is | 

ae a So” - 


a bona fide offer 





(a) Refusal to show, demon- NAME _ 
strate, or sell the product offered TITLE 
in accordance with the advertised wee 
COMPANY 


EASY-TO-SELL ‘“""* | STREET 


(b) Disparagement of the ad- 


PROFITS vertised product or of the guaran- CITY/STATE —_> 
' tee, credit terms, or in any other = om 
—— = Eee Oe 
respect. 


(c) Failure to have available 


SHOULDER HOOKS at all listed outlets a sufficient. 
} rertia 


quantity of the advertised product 


Self-screw one-piece hook | to meet reasonably anticipated 
for draperies and cur- . | 
tains in nickel or brass | Gemands, unless the advertise- 
finish. Int i : 
voy hand tnsallation ment clearly discloses that the | 
sizes ('/.'" to I'/2"). , + ie limite ; : srechan. 
Packed 100 te a Zo. | Supply is limited or the merchan 


dise is available only at desig- 
z CUP HOOKS nated outlets. 

(d) Refusal to take orders for 

be ia portpgy- rene adi the advertised merchandise to be 

Brass, each _ delivered within a reasonable pe- 


packed 100 to Ei g=—-FG, sels ae 
~ a box, 7," Pa. 2%, 2 : riod of time. 





PROFIT 


¥ 


> carded in 7 al ; ‘ , 
: popular colors M7 ie ie 4s © (e) Showing or demonstrating 
lus Nickel ss . , . 
a re -a product which is defective, un- 


7 usable, or impractical for the pur- 
ny T | T | | _ 

| 7 U | Y OOKS | pose represented in the advertise- 

; 


ment. 

Handy self-screw all purpose hook in | , , : ; 
bright plated finishes. 2-to-a-card or (f) Use of a plan designed to) 
in boxes of 50. | 


UTILITY 


prevent or discourage salesmen | 
from selling the advertised prod- | 
| uct. 
| 4. Switch After Sale. In the | 
‘event of sale of the advertised | 
product, advertisers should not | 
attempt to “unsell” the product | 
basesered Gram, tical, 'with the intention of selling other 
Chrome or Bright Iridite | Merchandise in its stead. Among 


Finish In boxes of 25 with practices which will be considered | 
2 flat head steel screws 


per hook. in determining if the initial sale | 
GRIES was in good faith, and not a/| 


WING & CAP NUTS strategem to sell other merchan- 
dise, are: 


Bright rustproof finish . . . 4 . , — , a 
lar sizes of each. Keds” toe (a) Accepting a deposit for the 


boxed in attractive,  self-sellin ‘ ‘ertise . , ‘ , 
counter display assortments. 9] advertised product and then 


Also available in bulk or switching the purchaser to a 
packaged !00 


to a box in : , | higher priced product. 

a complete e i . . 
range of (b) Failure to make delivery of 

thread sizes. ny fs . , : 
'the advertised product within a 
reasonable time or to make a re- 
JOBBERS: Write now for prices and 'fund. Also delivery of a product 
catalogue sheets on GRC's full line of money-mak- ‘ 


ing hardware items, including DRAP- which is defective, unusable, or 
ERY RINGS, SCREEN & WINDOW HARDWARE, : mee canis 
DRAIN COCK KEYS. | impractical for the purpose repre- : | 
DEALERS: $ jobb | Dp ad 
salesman Ping BF. de. sented in the advertisement. e S rr © ri 
~~ a — a oe | (c) Disparagement of the ad | rm ex 
GRC hardware items. | sparage » ad- Si pi 
GRIES REPRODUCER CORP .| vertised product or of the guaran- 
, vedi rme » in anv ™ The Desmond-Stephan Mig. Co. 
World's foremost producer of small die _% 3 | tee, credit terms, or In any other | Urb oni 
161 Beechwood Avenue, New Rochelle, N. respect | roana, °o 
ae ae See sro | Mans AMEE REPS RR Ome 
Want more facts? Circle 135, p. 45 Want more facts? Circle 136, p. 45 
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LINE 


Every gleaming red vise in the big 
Simplex line has extra sales fea- 
tures your customers can see. 
Heavy steel slide prctects screw. 
Replaceable nut and hardened 
steel pipe jaws are bonuses. 
Liberal discounts and merchan- 
dising aids build profits. 








Read it in HARDWARE 


NEWS OF 


HARDWARE AGE FOR 


xKKKKKK* 








News About Dealers: Owner’s Grandsons Buy ‘¥eker Succeeds Allen 





W. L. Smith Hardware Store In Massena, N. Y. 


Masse na, N. Y.—Mr. and 
Mrs. W. L. Smith have sold 
the W. L. Smith Hardware 
Inc. to his grandsons, Del- 
bert and Jack Silmser. Mr. 
Smith helped start the busi- 
ness in 1903, and became the 
sole owner in 1916. The firm 
was incorporated in 1946. 


Byron, Mich. Mr. and 
Mrs. Ronald Robinette have 
purchased the ByRON HARD- 
WARE STORE from Mr. and 
Mrs. Harry Whitehead. 

Penfield, N. Y.—Nicholas 
Rivaldo has opened the 
BROWNCROFT HARDWARE 
STORE at the corner of Creek 
St. and Browncroft Blvd. He 
recently the Stanley 


closed 


Hardware Store in Rochester 
before his move here. He 
has just been elected to a 
second term as treasurer of 
the Rochester Hardware 
Merchants Assn. 


West Englewood, N. J. 
GOODMAN’S HARDWARE Co. 
moved into its new store at 
1415 Queen Anne Rd., across 
the street from its 
location. The grand opening 
was on Nov. 19 to start the 
Christmas selling season. 
The new store has enlarged 
departments in hardware, 
giftwares, small appliances, 
garden supplies, and house- 
wares. 


former 


(Continued on page 72) 





LESLIE N. PERRIN 


Toro Elects Perrin 
Chairman of the Board 


Leslie N. Perrin was 
elected chairman of the 
board of Toro Mfg. Corp., 
Minneapolis, succeeding the 
late R. C. Lilly. 

Mr. Perrin, a former pres- 
ident of General Mills, is 
now a board member of that 
firm and also board chair- 
man of the Ninth Federal 
Reserve Bank. 

Dr. Finn J. Larsen, vice- 
president in charge of re- 
search for Minneapolis-Hon- 
eywell Regulator Co., was 
elected to the Toro board. 





James C. Picha Heads 

Washington Steel Sales 
James C. 

promoted to 


Picha has been 

general sales 
of Washington 
Steel Products, Ine., Ta- 
coma, Wash. He _ succeeds 
Lowell L. O’Connor. 

Mr. Picha joined Washing- 
ton an office worker in 
1947 after working with the 
Fir Door Institute. In 1954 
he became an assistant sales 


manager 


as 


JAMES C. PICHA 


manager. After other moves 
he became general plant su- 
perintendent and import 
manager. 
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At Hassco Hardware 


Harold H. Kueker has been 
appointed general manager 
of Hassco Hardware & Steel 
Supply Co., Denver, Colo., 
heavy hardware wholesaler. 

Mr. Kueker succeeds 
Charles B. Allen who retired 
after 30 years with the com- 
pany. 

Mr. Kueker joined the 
company in 1938 an ap- 
pliance specialty salesman. 
He was promoted to head of 
the appliance’ purchasing 
section of the buying de- 
partment in 1947. In 1952 
he was promoted to general 
sales manager, and in 1957 


as 


HAROLD H. KUEKER 


was named director of pur- 
chasing in addition to 
tinuing as general 
manager. 


con- 
sales 





GRANT MUNRO 


Anchor Hocking Elects 
Sales Vice-President 


Grant Munro 
vice-president in charge of 
tableware sales for the Ta- 
bleware Div., Anchor Hock- 
ing Glass Corp., Lancaster, 
Ohio. 

Mr. Munro joined the com- 
pany in 1936. He has been 
director of sales for the ta- 
bleware division of Anchor 
Hocking. 


was elected 


New Dayton Bait Name 


Dayton Bait Co., Dayton, 
Ohio, has changed its corpo- 
rate name to Dayton Bait 
and Marine Products Co. A 
continual broadening of the 
company’s lines necessitated 
the name change. 


Item of The Month 
Program By Allied 


An “item of the month” 
program will be started in 
February by Allied Hard- 
ware Services, Inc., accord- 
ing to Walter M. Bocher, 
president. Fourteen whole- 
salers will be using the pro- 
gram. 

Allied’s plans for con- 
sumer promotions for dealer 
use now include four broad- 
and a Garden Book. 
Among the wholesalers who 
will be using some of these 
promotions, in addition’ to 
those listed in HA, Oct. 22, 
p. 230, are: 

Cutler Hardware, 
Iowa: Fulton, Mehring 
& Hauser Co., Ine., York, 
Pa.; E. Garnich & Sons 
Hardware Co., Ashland, 
Wis.; C. M. MeClung & Co., 
Knoxville, Tenn.; Century 
Hardware Corp., Milwaukee. 


sides 


W ater- 


loo, 


Cornwall Corp. Elects 
Sales Vice-President 


Alfred R. Leiserson has 
been elected vice-president of 
sales for the Thermo Tray 
electric hot tray line of 
Cornwall Corp., Boston. 

Mr. Leiserson was _ vice- 
president of sales for Ban- 
tam-Lite, Inc., New York. 
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Wenzel Elects Kratky 
Sales Vice-President 
H. Kratky has 
been elected vice-president 
in charge of sales of H. 
Wenzel Tent & Duck Co., St. 
Louis. 

Mr. Kratky has been sales 
manager for eight years. He 
joined the firm 21 years ago. 


Raymond 


es Pe Nae Se «> AB. 
Rar: ke Soe . 
Neg at Te aeS . 
“iy RS 


RAYMOND H. KRATKY 


Seed Firm Renamed 
Associated Seed Growers, 
Inc., New Haven, Conn., has 
changed its corporate 
Seed Co. 


name 
to Asgrow 


W. HEYWARD SMITH 


Slaymaker Lock Elects 
W. H. Smith President 


W. Heyward Smith has 
been elected president of the 
Slaymaker Lock Co., Lan- 
caster, Pa. Mr. Smith, for- 
mer executive vice-president, 
has been with Slaymaker 44 
years. 

Mr. Smith succeeds Sam- 
uel C. Slaymaker who has 
been elected board chairman. 
Mr. Slaymaker had been 
president since 1930. 

S. R. Slaymaker II was 
elected executive vice-presi- 
dent succeeding Mr. Smith. 
Mr. Slaymaker was vice- 
president, marketing. 





Weyh of Coast-To-Coast is Buyer of Year 


Arthur W. Weyh (center) was awarded a plaque as outstanding 
buyer of the year by the Twin City chapter of the Manufacturers’ 
Agents National Assn. at its Dec. 7 meeting. Mr. Weyh is house- 
wares merchandiser for Coast-To-Coast Stores, Central Organization, 
Inc., Minneapolis. The award was presented by Jack Hedquist, 
National director of MANA, and Arthur S. Dow, president of the 
Twin City chapter at the Plaza Hotel in Minneapolis. 


Meyer Merchandising Named Buying Office 
Of Val-Test Brand Wholesaler Organization 


Meyer Merchandising Ser- 
vice, Inc., has been named as 
headquarters buying office for 
the Val-Test organization, a 
group of 20 noncompeting 
hardware wholesalers. 

Val-Test is a private label 
brand name for a variety of 
basic items that this group 
of ;wholesalers has been pro- 
moting in the past year. 

W. F. Meyer, Jr., president 
of Meyer, stated that his firm 
would continue with the es- 
tablished Val-Test items and 





also plans to expand the line 
to other items. 

In addition, other qualified 
wholesalers are expected to 
be added to the Val-Test 
group as fast as possible. 

Meyer Merchandising, in 
addition to the buying func- 
tion, will offer seasonal pro- 
motions to Val-Test whole- 
salers. The firm has _ been 
offering merchandising and 
promotion services to other 
hardware-housewares whole- 
salers for eight vears. 





J. A. CHAMBERLAIN 


Miami Wholesale Firm 
Elects Seven Officers 


Railey-Milam, Inc., Miami, 
Fla., wholesaler, 
seven officers at a_ recent 
board meeting. They are: 

F. G. Railey, president. 

R. M. Miller, executive 
vice-president and _ general 
manager. 

J. A. Chamberlain, 
vice-president. 

I. L. Balkeom, vice-presi- 
dent. 

» i 
dent. 

L. R. Railey, Jr., vice-pres- 
ident. 

J. W. Crawford, secretary 
and treasurer. 

The only change made was 
that Mr. Chamberlain was 
moved up to first vice-presi- 
dent and assigned duties as 


elected 


first 


Griffin, vice-presi- 
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first officer in the executive 
group. 

Mr. Chamberlain is. ex- 
pected to make some impor- 
tant changes in the com- 
pany’s operation to improve 
its services and its impor- 
tance to dealers. 


Industrial Suppliers 
Will Meet May 23-25 


The Triple Industrial Sup- 
ply Convention will be held 
May 23-25, in the Conrad 
Hilton Hotel, Chicago. 

Southern Industrial Dis- 
tributors’ Assn., National In- 
dustrial Distributors Assn. 
and the American Supply & 
Machinery Mfrs. Assn. are 
the sponsors of the conven- 
tion. 

The convention opens May 
22 with committee meetings, 
and the Open Reception at 
5 p. Mm. 

On May 23 there will be 
an opening meeting at 10 
a. m. NIDA and SIDA will 
hold meetings at 2 p. m. 

On May 24 the Conference 
Booth Program will be held 
from 9 a. m. to 5 p. m. at 
Donovan Hall, International 
Amphitheatre. A _ reception 
will be held at 6 p. m. 

On May 25 all three as- 
sociations will hold their an- 
nual meeting. The conven- 
tion with the noon 
luncheon meeting. 


closes 
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_ News of the Trade 


brief reports of 


MANUFACTURERS SALESMEN 


@ Arvin Industries, Inc., Columbus, Ind.—Walter T. Davis 
from Texas district sales manager for the electronics and 
appliances division to the division’s western sales manager 
in charge of all states west of the Mississippi and Wis- 
consin, Illinois, Tennessee, Mississippi, Alabama, Georgia 
and Florida; Weldon Payne from western sales manager 
to eastern sales manager; Robert Puzey formerly assist- 
ing in the Texas district succeeds W. T. Davis. 


@ Thor Power Tool Co., Aurora, Ill—James Q. Golden 
from Atlanta, Ga., district sales manager to Philadelphia 
district manager; Richard E. James formerly Indi- 
anapolis, Ind., district sales manager succeeds Mr. Golden; 
Samuel P. Gartland, formerly Boston district manager, 
succeeds Mr. James; Robert J. Grey, formerly Boston ser- 
vice engineer, succeeds Mr. Gartland. 


sales 


@ Delta Power Tool Div., Rockwell Mfg. Co., Pittsburgh, 
Pa.—William W. Marshall from Industrial Metal Products 
Corp. to eastern district sales manager; John Cadigan from 
Delta School representative to east-central district sales 
manager. 


@ Ideal Toy Corp., New York, N. Y.—William E. Studner 
from Bilnor Corp. to metropolitan New York, eastern 
Pennsylvania and the eastern part of upper New York 
State. 


@ Warren Tool Corp., Warren, Ohio—Daniel J. Schmel- 
zinger to Kansas, Nebraska, Iowa, and Missouri except St. 
Louis, for the Warren-Teed heavy forged hand tool line 
with the wholesale and industrial supply distributor trade. 





DONALD S. McKERACHER 


Skiltools, Ltd. Elects 
D. S. McKeracher V-P 
Donald S. McKeracher, 
former Canadian sales man- 
ager Black & Decker 
Mfg. Ltd., has been 
elected vice-president and 
general manager of Skil- 
tools, Ltd., Toronto, Ontario. 
Mr. MecKeracher will di- 
all manufacturing and 
sales activities of Skiltools, 
Ltd., an affiliate of Skil 
Corp., Chicago. 


for 
Co., 


rect 





News About Dealers: 





(Continued from page 70) 


Lebanon, Ky.—Robert 
Rogers, partner in HUMKEY- 
ROGERS HARDWARE since 
1936, has bought the half-in- 
terest in the firm held by 
heirs of the late Mrs. Hayes 
Humkey, and is now 
owner of the business. 


sole 


Armour Alliance Names 


Andrew J. Cochran, former 
salesman for the coated 
abrasives division, has been 
appointed to the new posi- 
tion of eastern region sales 


supervisor, retail products 
department, Armour Alliance 
Industries, Alliance, Ohio. 


Thor Power Tool Names 
MacDonald to New Post 


John L. MacDonald, for- 
mer Philadelphia district 
sales manager, has been ap- 
pointed manager of the 
newly-created sales training 
department of Thor Power 
Tool Co., Aurora, III. 

He has been in the com- 
pany’s sales department since 
1947, when he joined Thor 
as a service engineer in the 
Boston branch. 








CLEAR PROFIT with 
SKIN-PACKAGED 
Wrench Sets 


Another first by Upland! ‘‘See-through’’ packaging 
assures fast turnover keeps your profits high be 
cause THERE'S NO INCREASE IN PRICE. 


OPEN END WRENCH SETS 

SP51634 — 5 piece plated set. Sizes 5 16’ to 
openings. One dozen per box. 1/2 gross per 
shipper. Shipping weight 100 Ibs. per gross. 
Retail $1.35 ea. 

No. SP4P PROMOTIONAL 4 pc. PLATED SET. 
Same as above except 19 32°' x 11/16" opening 
omitted. Shipping weight 72 Ibs. per gross. 1/2 
gross per shipper. Retail 9Be¢ ea. 
Terms: 2% 10 days, net 30, F.O.B. factory .. . For 
full-line catalog and name of nearest jobber, write: 


UPLAND INDUSTRIES, Inc. Upland 7, Po. 














Want more facts? Circle 137, p. 45 





2 SIZES AVAILABLE: 
Jr. kit, carded, 98¢ list; 
Economy kit, boxed, @ $1.98 
Order from your distributor 


or write: 
SPECIALTY PLASTICS CO. 


Baltimore 15, Maryland 





YOU CAN ALWAYS RECOMMEND 


7 
EPOXY ADHESIVE 


when your customers want 


e PORCELAIN 
e CERAMICS 
e FIBERGLAS 
e ALUMINUM 
e IRON/STEEL 


Fix 'N Patch is the strongest adhesive 
ow can sell. 
4010 Glengyle Ave.—Dept. E re, 
con be painted, sanded, filed. 


to permanently repair: 


e GLASS 

e PLASTICS 
e WOOD 

¢ MARBLE 

¢ MASONRY 


it is off-white in color; 


oil, gasoline and water-proof; 








Want more facts? Circle 138, p. 45 
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news in brief of 


MANUFACTURERS AGENTS 


@ Atlas Tack Corp., Fairhaven, Mass.—Virginia, North 
Carolina, South Carolina, and Georgia except Columbus, to 
Fry-Holbrook & Associates, Atlanta, for hardware whole- 
sale accounts; West Virginia except nine northern counties 
to Locke & Carter, Cincinnati, for hardware wholesale 
accounts. 


@ Lawson H. Yates Co., Nashville, Tenn.—Byers Holloway 
will head the recently-opened Atlanta office covering 
Georgia; W. H. Newell will head the Jacksonville office cov- 
ering Florida. Jacksonville was the headquarters for 
Georgia and Florida. 

@ Village Blacksmith Div., General Metals Corp., Water 
town, Wis.—-Ohio and Kentucky to Darusmont, Sleeper & 
Associates for consumer product lines. 





California Builders’ 
Hardware Club Meets 


the 9th anniversary meeting 
and was called “Bring the 
Boss” 


Night. 
Those nominated for office 
are: for president, Robert 
Hill, American Brass Co.; 
for vice-president, Paul Nis- 
sen, Paul Nissen Co.; for 
secretary, Roger Smith, 
Smith Sales Co.; for trea- 
surer, Robert Olson, Hoff- 
candidates man Hardware Co.; for ser- 
at the geant at arms, Howard 
Nov. 18 meeting. This was Loehde, Overly Mfg. Co. 


New officers will be elected 
at the January meeting of 
the Builders’ Hardware Club 
of Southern California. 

Bob Kelly, Amerock Corp., 
chairman of the nominating 
committee, the 
for 


club’s 


announced 
committee’s 
new officers 





VINYL and ALUMINUM 
WEATHERSTRIP for 
NS DOORS and WINDOWS 


Be prepared for BIG P”OFITS with this 


new combination vinyl and aluminum 


() 
Ques ) and 


doors. Double tubing vinyl can be re- 
versed when worn without removing 


weatherstripping for windows 


permanent aluminum casing. Eliminates 


drafts and dirt— easily installed — 











and windows. 


FOR ALL TYPES OF WINDOWS 


Window set for lower and upper sash 
includes meeting rail strip and nails. 


Door set for top and sides includes 
nails and sweep bar for bottom. 


$s THRESHOLD Smartly designed with a resilient vinyl tubing that actually 
8 hugs the bottom of a door. Vinyl tube has two sides; when 


one side becomes worn reverse it. Girder construction 
67 





gives maximum load bearing capability and is easy to 
sweep over as there are no sharp edges to trap dirt or 
trip on. Individually pockaged in all popular lengths, 
complete with screws and instructions for installing 


WRITE OR PHONE FOR PRICE LIST | V\ fi 


WEATHERSTRIP & CALKING CORP. Phone 
2050 W. 59th St., Chicago 36, Ill. PRospect 8-5000 
Want more facts? Circle 140, p. 45 


just cut to size and nail in place. Now | 
available in individual sets for doors | 





News of the Trade 





Bissell Names King 
New Products Director 


Peter J. King, former new 
products manager, has been 
appointed director of new 
products, Bissell, Inc., Grand 
Rapids, Mich. 

He joined Bissell in 1958 
after leaving his position as 
senior general housewares 
buyer for Abraham & 
Strauss Department Store, 
New York, N. Y. 


Airex Corp. Elects 
J. M. Foley President 


John M. Foley has been 
elected president of Airex 
Corp., a wholly-owned sub- 
sidiary of the Lionel Corp., 
New York. 


ARTHUR J. GAMBS, JR. 


also of Southern Fabricators 
Corp., Shreveport, La., re- 
cently acquired by American 
Device. 

Mr. Gambs midwest- 
ern regional manager 


was 


@ | 
Sails 


for Day-Brite Lighting, St. 


M r. Foley, a Wall Street | ouis 


attorney and a graduate en- 
gineer, is one of a group of 
investors who recently 
sumed control of the 
Corp. 


Kwikset Sales Appoints 


Jack D. Wilkinson and 
Dan J. Gallinetti have been 
appointed customer relations 
representatives for the 
Kwikset Sales and Service 
Co., subsidiary of American 
Hardware Corp., Anaheim, 
Calif. Both men completed 
an in-plant training pro- 
gram. 


as- 


Lionel 


American Device Mfg. 
Names Sales Manager 


Arthur J. Gambs, Jr., has 
been appointed sales man- 
ager of American Device 
Mfg. Co., Steeleville, Ill., and 


Ls 


World's Most Complete Metal Ladder Line 


) So light a 2-foot 
ladder can be lifted 
with one finger 


(_] Stronger than any 


The adjustable 
“runged" back of 
the ALL-WAY forms 
@ regular stepladder; 
can be used on un- 
other metal ladder. even surfaces such as 
stairs, or tips upward 


pound for pound ip anit an 
(_] Precision engineered “extension.” 
(_] Fireproof, rustproof. PATENT PENDING 
corrosion and , 
shock resistant Wf ” f 
+ if 
{i “A 
Ly td 


(J Non-magnetic, 
non-smudging, 
non-sparking 


Su 


Wa 
PERUIGH 


MAGNESIUM LADDERS 


Ouflast .. 


. outperform other ladders. 


Write for full information, catalog and prices 
on complete line and other household products. 


HITE METAL ROLLING « STAMPING CORP. 
443 FOURTH AVENUE, NEW YORK 16, N. Y. 


PLANTS: Warsaw, Ind. and Brooklyn, N. Y. 
World's Largest Producers of Magnesium Products. 





Want more facts? Circle 141, p. 45 
HARDWARE AGE, December 17, 1959 © 73 





yy: 


LOREN H. BONNETT 


Hammond Valve Elects 
Sales Vice-President 


Loren H. Bonnett, for- 
merly in charge of sales at 
Josam Mfg. Co. and Eljer 
Co., has been elected vice- 
president, sales, Hammond 
Valve Corp., Hammond, Ind., 
a subsidiary of Consolidated 
Diesel Electric Corp., Stam- 
ford, Conn. 


Builders’ Hardware 
Course in California 


A new training course in 
builders’ hardware will 
held in Les Angeles begin- 
ning Jan. 4. 

The course is 
jointly by the Builders’ 
Hardware Club of Southern 
California and the Southwest 
Chapter of the American 
society of Architectural 
Hardware Consultants. 

According to Pete Matthi- 
essen of Union Hardware & 
Metal Co., chairman of the 
education committee of the 
Southwest Chapter of 
ASAHC, the course will run 
for 16 Monday 
nights. 


be 


sponsored 


consecutive 


Central States Club 
Pians Dinner, Meeting 


Officers and directors of 
the Central States Hardware 
Club will be installed at the 
club’s 22nd annual meeting 
and dinner party scheduled 
Jan. 11, 1960. It will be held 
in the Illinois room of the 
LaSalle Hotel in Chicago 
during the National House- 
wares Show. 


Easy Laundry Promotes 
Dumas to New Position 


Harry G. 
northern 


Dumas, former 
California field 
sales manager, Easy Laun- 
dry Appliances Div., Mur- 
ray Corp. of America, Chi- 
cago, Ill., has been named 








assistant national sales man- 
ager, a newly-created post. 

His duties will include su- 
pervising field sales, distri- 
bution and retail merchan- 
dising activities. 

D. A. Sjolseth, formerly 
western sales manager, suc- 
ceeds Mr. Dumas. 


J. C. Plunkett Named 


James C. Plunkett has been 
appointed full-time advertis- 
ing manager of the Fiber 
Glass Div., Pittsburgh Plate 
Glass Co. He was advertising 
manager for Columbia-South- 
ern Chemical Corp., wholly- 
owned subsidiary of Pitts- 
burgh Plate, and also for the 
fiber glass division. 





Dates Announced For 
Wholesalers’ Shows 


Buhl Sons Co., De- 
troit, Mich., Jan. 24-26, 
Spring Dealer Show at 
company warehouse 
display room. 

Warren M._ Koons, 
Inc., Philadelphia, Pa., 
Feb. 2, Dealer Show 
and Clinic at George 
Washington Motor 
Lodge, King of Prus- 
sla, Pa. 

Northern Wholesale 
Hardware Co., Port- 
land, Ore., Feb. 21-23, 
Annual Convention and 
Merchandise Show at 
company offices. 

Piedmont Hardware 
Co., Danville, Va., 
March 20-22, General 
Merchandise Trade 
Show at company dis- 
play room. 

Worth Hardware Co., 
Inc., New York, N. Y. 
Four Garden Clinics to 
be held in January at 
various locations. Dates 
are: Jan. 18, 19, 20 
and 21. 

Geo. C. Wetherbee & 
Co., Detroit, Mich., Jan. 
24-26, Spring Dealer 
Show and Garden Sup- 
ply Exhibit at Light 
Guard Armory, Detroit. 


Dates of other wholesalers’ 
and conventions an- 
nounced previously are 
shown in the Convention 
Calendar beginning on page 
64. 


shows 
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OBITUARIES 








William F. Kennedy 


William F. Kennedy, 8&6, 
board chairman of Ott-Heis- 


kell Co., wholesale firm in 


_ 
WILLIAM F. KENNEDY 
Wheeling, W. Va., died Nov. 
27 after a short illness. 

Mr. Kennedy started his 
70-year hardware career 
with Logan-Gregg Hardware 
Co., Pittsburgh wholesaler, 
as an office boy, and became 
a buyer and catalog com- 
piler. In 1912 he went to 
Wheeling to take over man- 
agement of Ott-Heiskell Co. 

Mark H., a son, is presi- 
dent Ott-Heiskell. An- 
other son, George B., is 
owner of Kennedy Hardware 
Co. stores in Wheeling and 
in Barnesville, O. Two sons 
of George B. are hardgoods 
merchants: Robert H. owns 
Robert H. Kennedy Hard- 
ware Co. in Wheeling; Wil- 
liam owns Kennedy Farm 
Equipment Co. in Wheeling. 

Mr. Kennedy was a char- 
ter member of the National 
Wholesale Hdwe. Assn. He 
was well known throughout 
the industry for his cheerful 
disposition, and for passing 
out thousands of cards with 
the slogan “Always with a 
sinile.”’ 


William C. Gates 


William C. Gates, board 
chairman of Gates Hardware 
and Supply Co., died Oct. 31 
in a Tulsa, Okla., hospital. 
He and his father, F. E. 
Gates, founded the firm. 


Arthur R. Hamilton 


Arthur Raymond Hamil- 
ton, 65, sales manager and 
assistant treasurer of Meisel 
Hardware and Supply Co., 
Bay City, Mich., wholesaler, 
died Oct. 27 in Ford Hospital, 
Detroit, Mich. He was em- 


c 
Ou 


ployed by Industrial Brown- 
hoist Corp. from 1915 until 
1921, when he joined Meisel 
Hardware. 


George M. Evenson 


George M. Evenson, 8&9, 
former vice-president and 
sales manager of Knapp & 
Spencer Co., Sioux City, 
Iowa, wholesaler, died in La 
Junta, Colorado, Hospital 
Nov. 11. Mr. Evenson had 
been with the firm 35 years 
when he retired in 1940. He 
was in the retail hardware 
business in St. Peter, Minn. 
before 1905. 


Robert D. Hocking 


Robert D. Hocking, 66, re- 
tired hardware store owner, 
died Nov. 14 in Roseland 
Community Hospital, Chi- 
cago. Mr. Hocking retired 
several years ago after op- 
erating a store for 40 years 
at 500 W. 63rd St. 


Charles A. Payne 


Charles A. Payne, 75, for- 
mer manager of Payne 
Hardware Co., San Jose, 
Calif., died of a heart at- 
tack Nov. 12. Mr. Payne or- 
ganized the firm in 1920 and 
resigned in 1930, 


Ralph W. Bulkley 
Ralph W. Buikley, 94, re- 


tired hardware store opera- 
tor, died Nov. 17 in Liberty- 
ville, Ill. He operated a store 
for 33 years until retirement 
in 1948. 


Antone J. Raffetto 


Antone J. Raffetto, 80, co- 
owner of Newbert Imple- 
ment and Hardware Co., died 
Nov. 11 in a Sacramento, 
Calif., hospital. 


ira Welker 


Ira Welker, 76, retired sec- 
retary of Elder-Conroy 
Hardware Co., died Nov. 12 
in Memorial Hospital, 
Clarksville, Tenn. He had 
been with the firm 46 years. 


John Matushek 


John Matushek, 77, re- 
tired owner of Matushek 
Hardware store, Chicago, 
died Nov. 13, in South Chi- 
cago Community Hospital. 





Rockcote Names Gibbs 
Executive Assistant 


Leigh H. Gibbs, Jr., has 
been appointed executive as- 
sistant to the president of 
Rockcote Paint Co., Rockford, 
Ill. 

Mr. Gibbs, formerly vice- 
president in charge of trade 
sales, will also be responsible 
for Rockcote’s expanded sales 
divisions. 

John A. Neuman, who has 
been merchandising manager 
for the trade sales division, 
will assist Mr. Gibbs in mer- 
chandising and promotion 
programs. 

Byron J. Kluesing has 
appointed new trade 
sales manager for Rockcote. 
He was sales manayer for 
W. H. Sweney & Co. 


been 


Vichek Tool to Sell 
Assets to Pendleton 


Arrangements are under- 
way for the sale of operating 
of Vichek Tool Co., 
Cleveland, to Pendleton Tool 
Industries, Inc., Los Angeles. 

Vichek directors have ap- 
proved the sale and ratifica- 
tion is up to shareholders. 
Pendleton directors have ap- 
proved the purchase. 

Assets will be transferred 
to a wholly-owned subsidiary 
of Pendleton Tool. The sub- 
sidiary will be Vichek Tooi 
Co., retaining its individual! 
corporate identity, trade- 
mark, and sales policies. 
KE. C. Koster 
Vichek 


assets 


will continue as 
president. L. F. 





Storie, former Vichek vice- 
president, will be executive 
vice-president. Other Vichek 
executives and employees 
will retain their present 
posts. 


Sales Dept. Realigned 
At National Ideal Co. 


The National Ideal 
Toledo, Ohio, has completed 
a reorganization of its 
department. 

The farm division, super- 
vised by Lewis’ Frautschi, 
vice - president and general 
manager of the company, will 
handle sales for Premier 
poultry and livestock equip- 
ment and related lines. 

R. E. Maxfield, eastern di- 
vision sales manager, and 
Lynn Myers, western divi- 
sion sales manager, will re- 
port to Mr. Frautschi. The 
garden division, supervised 
by T. C. Bales, Jr., vice- 
president, will handle sales 
of horticultural products and 
poultry litter. 


Co., 


sales 


Gale Products Names 
Northrup to New Post 


Jack R. Northrup has been 
appointed to the newly-cre- 
ated post of supervisor of 
service education, Gale Prod- 
ucts. He will be in charge of 
Gale’s newly-organized dealer 
service training school. 

Mr. Northrup formerly 
held positions in the service 
and engineering departments 
of the company. 


Jack Noonan, Noonan Hardware, Santa Monica, Calif., right, is 


congratulated on his recent election as 


president of the Pacific 


Southwest Hardware Assn., by John Herman, Escondido Hardware, 
Escondido, Calif., the outgoing president. 


News of the Trade 





Pittsburgh Dealer Wins Display Contest 


ne 


Paul Miller (center) and his son, Thomas, 
Miller Hardware Co., Mt. Oliver, 


en". 8 ; 
Th Bey - 


ks Fae $5 > 
— ar oe 
Za me * 


(right) of Gilbert J. 
Pittsburgh, look over the stereo 


phonic phonograph they won in a dealer display contest of Jones 
& Laughlin Steel Corp.'s galvanized ware. William Foody, dealer 


representative for American 


Hardware 


Supply Co., Pittsburgh 


dealer-owned wholesaler, points to features of the console. American 
cooperated with J & L in sponsoring the contest. Other winners for 
displays were: Martin's Hardware, New Bethlehem, Pa., and Reed's 
Hardware, Shinglehouse, Pa. American Hardware salesman, Michael 
J. Daughn of Staunton, Va., also was awarded a console for getting 
the largest number of dealers into the contest. 


Remington Man Breaks 
Old Shooting Record 


A 92-year old shooting rec- 
ord has been broken by Tom 
Frye, Los Angeles represen- 
tative for Remington Arms 
Co., Ine., Bridgeport, Conn. 
He used a 22-cal rifle to hit 
all but six of 100,010 wooden 
blocks tossed into the air by 
an assistant. 

It took Mr. Frye 14 days, 
shooting 8 hours a day to do 
the job at the Holiday Hote! 
in Reno, Nevada. He 
two Remington Nylon 
rifles in. relays to break the 
previous of nine 
misses out of 72,500 shots es- 
tablished in 1907 by Ad Top 
perwein. 


used 
66 


record 


Steam-O-Matic Expands 


Steam-O-Matic C 
Kansas City, Mo., 
quired the National 
neering & Mfg. Co., Sedalia, 
Mo., manufacturer of home 
evaporative coolers and elec- 
tric fans. 


orp., 
has ac- 
Eengi- 


Arvin Names Manager 


former 
promotion 
and advertising manager, 
has been named advertising 
manager at Arvin Industries, 
Ine., Columbus, Ohio. Robert 


Theodore R. Jones, 


assistant sales 
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G. Bosart, former 
motion manager, Oklahoma 
Tire and Supply Co., has 
joined the Arvin advertising 
department. 


sales pro 


Smith-Douglass Merger 
Forms Sacco-Nutro Line 


Smith Agricultural Chem) 
cal Co., Columbus, Ohio, has 
merged with Smith-Douglass 
Co., Norfolk, Va. 

Smith Agricultural’s Sacco 
line of lawn and garden 
plant food and Nutro plant 
foods of Smith-Douglass will 
now be combined in line 
the Sacco-Nutro 
Headquarters 
products 
Columbus. 


one 
known as 
brand. for 


Sacco remain cit 


Spectro-matic Elects 


BE. A. president 
Cowman-Campbell Paint 
Seattle, Wash., was 
elected president of Spectro- 
matic Associates at the re- 
cent annual meeting in At- 
lantic City, N. J. J. G. Me- 
Murty Mfg. Co., Denver, was 
elected vice-president. 
H. Gibbs, 
sistant to 


(‘owman, 


Leigh 
Jr., executive as- 
the president of 
Rockeote Paint Co. Rock- 
ford, Ill., continues sec- 
retary-treasurer. 


as 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words.. 
Each additional word 


Positions Wanted 
(Special Rate) set solid, maximum 
50 words . 
Each ‘additional word : .05 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°/, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 


sufficient postage for remailing. 


No agency commission allowed. 

HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or stamps. 











Representatives Wanted 








WANTED 
MFR'S REPS and DISTRIBUTORS 


Now Indus- 


trial, and Electrical Sup. 


calling on Hardware, 
Builders’ 
ply Jobbers. New revolutionary U.S. 
Patented Plastic 


ing Device. 


expansion Anchor- 


Tremendous sales po- 


tentialities. Reply giving details in- 


cluding other lines handled. 


Box (014, 
Chestnut & 


c/o HARDWARE AGE 
56th Sts., Philadelphia 39, Pa 











RASS SALESMEN 


retail 


lumbe 
electric al 


lardware and 
rs, also he west ng and 
size screw Anchor 
s and Comenes for all types 
i gh commission Protected 


in| fied salesmen 


FITSALL SCREW ANCHOR 
473 S. Franklin St 


eoncerns (one 


Hempstead, New York 











MANUFACTU RER’S 
WANTED sell Nationally 
Hiardw ire, h lectri al and 
COnportunitv to cash mn on 
Circuit Tester Retails 


open sc 
, ’ 


REPRESENTATIVE 
Advertised line to 
Automotive jobbers 
fast selling Electrical 
tor $1.98 Som« 
veral Burnworth 


ve., El Cerrito 8&8, 


| 
oniy 
states 


FACTORY REP.. 
RIES in W. Pa... W 
lowa, Nebr., N. & S 


to represent builders’ 


EXCLUSIVE 
Va., Upper | 
Dak., N. M.., 
Hardware Mfr 
potential 0x 1102, c/o — ARF 
nut & 56th Sts., Philadelphia 39, Pa 


TERRITO 
". State, 
Ariz., Calif 

Exe ellent 
AGE, Chest 


MANUFACTI 
TO SELL fast 
items in Minne 
Nebraska, Iowa, Indiana. 
Washington, Idaho and Oregon 
HarpWare Ace, Chestnut & 56th 
phia 39, Pa. 


son signee pi Uberti 

varden and hou 
Dakota, South Da 
\V yvominyg, 

Box 


RERS 
moving 


sota, North 


isev 


FAST GROWING MANUFACTURER OF 
\LU MINI Mi LAWN EDGING and Bar-B-O 
icc ries, iccessories, et open territor: 

Ai drat sas, | Mississippi: and 
x 1219, c/o AGE, Chest 


Sts., Phil 


Oulrsiana, 
<n ARDW ARE 
ade Iphis 39. Po 


WANTED 


by long 


{ on ae. 
establ ti 
Shower, Rath 

Gate Valves 


REPRESE? SASSVES 

ntation desired 
sell our Chrome Brass 
Fixtures—Globe Valves 
—Copper Sweat Fittings with Copper Tubing 
Tubular Brass Chrome products, direct to Plumb 
ers. Many territories now open. Replies 
fidential. Box 1221, c/o Harpware AGE, 
nut & S6th Sts., Philadelphia 39, Pa 


Sink 


con 


Chest 
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Representatives Wanted 


Representatives Wanted 








MFRS. REPS. WANTED 


line of Aluminum Thresholds 
Hardware and Building Spe 


For hottest 
Aluminum 
cialties 
Calling on 
Severa 
stating 


only 
Reply 


Distributors 
now open 


Jobbers and 
choice territories 
full particulars 


LUSTRE LINE PRODUCTS 
53 N. 2nd Street Philadelphia 6, Pa. 








REPRESENTATIVES WANTED 


EXCELLENT LINE 
tives calling on the 
ware, department, 
stores Item 
commissions 
background 


for sales representa 
retail trade hard 
variety and chain 
has excellent repeat business! 
Good Write, giving territory 


and 


Midwest Plastics Incorporated 
208 Bates Avenue St. Paul 6, Minn. 











MANUFACTURER’S REPS. to hat 
INDISPENSABLEI garden tool the 
CIRCLE HOE Fast moving, quality produ 
(onsumer acceptance proven hy rapidly wins 
dealer sales. Liberal commissions, ” otecte 4 ter 
ritories. Send resume. Merritt Engineering Co 
74-23rd Street, Oakland 12, Calif 


} ‘ \ 


Tit KOX 


ESMAN 


ve; seve! al 
souri. Selling 


OR DISTRIBUTOR WANTED 
States North and West of Mis 
Hardware, Drug and Grocer, 
stores Salarv and Bonus State ave and exper! 
ence. Nash & Kinsella Laboratories, Inc., 3741 
Washington, St. Louis 8, Mo 


SAI 


? ) t* } 


MANUFACTURER OF 
llose and Sprinklers, Lawn 
Floor Matting, Shelf Lining, 
Drop Cloths, Tarpaulins, Weatherstrip, Storm 
Windows, Polyethylene Garment and Household 
Bags, wants aggressive representatives. Very com 
petitive prices and dependable service Advise 
territories covered: lines carried. Reliance Plastic 
& Chemical Corp., Paterson 26, N. J 


my STABLISHED 
ASTIC Garden 
. nd Clothesline, 


WANTED MANUFACTURERS 
SENTATIVE TO SELL DIRECT to 

{ Lumber Dealers a live line of staple Do-It 
pool elf items. This 1s a lucrative side line. Good 
commission Territories east of the Mississippi 
State other lines carried Box 1209, c/o HARD 
Ace, Chestnut & 56th Sts., Philadelphia 39, 


REPRE 
Hardware 


VARI 
4a 


REPRESENTATIVES WANTED for Whole 
sale and Retail accounts to sell patented Utility 
Hook. Commissions high and steady. Not a _ 
but a single item that is new, diflerent ! 
highly saleable. Write today for sample and jo 
tails Handell Hook Company, 8811 Garfield 
Blvd., Cleveland 25, Ohio 


SALESMAN WANTED 
ING Line of Residential type 
not make Rural type Mailbox 
Inc., P.O. Box Hampton, 


FOR FAST 
Mailboxes 
W rite 

Va. 


SELL 
(We dlo 
Mailboxes, 


365, 


MANU FAG MAN 
“FACTURERS 
url, Kansas, Colorado, 
esota to sell tast moving 
ousewares merchandise 

at Chicago in January. 

\ Chestnut & 56th 


rURER LOOKING FOR 
REPRESENTATIVE in 
Utah, Indiana and 
promotional garden 

We will b <hibiting 
Box 1218, c/o a anaes ARE 
Sts., Philadelphia 39, Pa 


STAINLESS FLATWARE SALES REPRESENTATIVES 
WANTED for the following four territories: 


(1) MO.-KANS.-IOWA-NEB. Territory 

(2) NORTHERN CALIFORNIA TERRITORY 

(3) EASTERN PA.-N. J.-DEL.-MD.-D.C. Territory 
(4) MICHIGAN-TOLEDO Territory 


by old, established nationally known brand 
name stainless flatware manufacturer who is 
re-arranging these territories. No missionary 
work necessary because line well known in 
these 100% protected territories. Liberal com 
mission basis. 


Box 1222, 
Chestnut & 56th Sts., 


c/o HARDWARE AGE 
Philadelphia 39, Pa. 








WANTED 
_MANUFACTURER REPRESENTATIVE 


complete line of ornamental iron 
aluminum railing and columns. A Do- 
tem—a volume product with 
Liberal commission Sold 
irea in which you sell when 


ELITE FABRICATORS 
Bel Air, Maryland 


sell 











SALESMEN WANTED by 
Bolts and other Fasteners 
Ouality merchandise, most 
and good terms Exclusive sell 
ing arrangement for the right agent State ey 
perience, lines w handled, actual] territory now 
covered in your first letter. Box 1127, c/o vm 
WARE AcE, Chestnut & Sts., Philadelphia 


39, Pa 


EXPERIENCED 
Screws, 


basis 


Imp rters of 
COTMMMISSION 


ittractive prices 


96th 


calling on hardware 
heavy repeat item sold 


REPRESENTATIVES 
wholesalers wanted for 
through rural hardware stores. Nationally adver 
tised milk filter disc used by every dairyman 
Top manufacturer, top commission, protected ter 
ritors Box 1131. c/o Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 





Accounts Wanted 








REPRESENTATIVES 


jobbers Can render 
We are national 
actively oper 
York, Phila- 


all phases of 
service 


Covering 
reliable aggressive 
distributors with established 
ating branch offices in New 
delphia, Detroit, Cleveland and Louisville 
We carry the account or you can bill di 
rect. Inquiries invited. WRITE ANCO Cor- 
poration, 7 Wood Street, Pittsburgh 22, Pa. 











REPRESENTATIVE INTER 
ESTED in door locks, medicine cabinets and 
ther builders hardware for the state of Wis 
consin Serviced this trade tor 15 years Box 
1230, c/o HArRDWaRE AGe, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


FACTORY 








Accounts Wanted 


Accounts Wanted 


Help Wanted 








GT. BRITAIN 
IMPORTANT BRITISH COMPANY 
calling on the Wholesale Trade 

interested in 
USIVE DISTRIBUTION OF 
TOOLS AND HARDWARE 
Vanufacturers only 


EXC 
HAND 


Box 1229, ¢/e HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa 











Custom Sales Representation 


We are 


Stantial 


interested in adding one (1) sub 
line to our present efforts Wi 
offe. ndividual “CUSTOM” selling, show 
samples check inventories, catalogs, et: 
Covering Mid-Atlantic states, interested in 
ill or part Full details 


Box (225, e/o0 HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa 








_ SALES REP.—CALIFORNIA 


nex Hardware, Electrical and Plum 
obbers, pa Hardware el 
ne wapers Dealers, wants additii 
TY rit FP ssive ane cor! 
\ddress 


MORGAN CO. 


1724 Divisadero St., 


also 


San Francisco 15. Calif 








Manufacturer Representatives 
with 
and 


Six men covering the East 
Canada have opening for 
housewares or hardware lins« 


Give full details in first 


Coast 
two top 
Volume 
producer. letter. 


Box 1115, e/e HARDWARE AGE 





to represent an 


ne He: iting ane 








SALES VETERANS 
INE COV ERAGE Cor 
’ ie it the Pent ——' 
possible VW, 


cyry bined 


VEM AGENCY OF 


(;1\ Yor FI | 


want a 
an get a reputi 
and trequency 
seek but aren't getting 
142( 


Associates, Wal 


RER’S eo the ws 4 
ompetitivelys prices d ( 
large Cabinet, Traile 

manufacturers, plus 

few Hardware Jobbers 
In Western Pent 


i nice ? 


ATINI 
Har 


Ace, Chestnut & § 





MERS nee meow SALIVE TERRITORY 
’ \I in District of Columb nd 
ountits line llave 


(,ara 


LRE AND TOOL 
New York, northern 
Oh former whol 
sell to wholesale 
hardware wholesale management 
neering ( ipable and energet 
FLARDWARE AG! he ul 
phia 39, Pa 


HARDW., 


" , ? 
. | | 
years 


ria eng 


SALES 


Once? trate 


RESULTS 
Mich 
nanadlie tw 
considered ‘Write 
Chestnut & 


NAT IC SALES FORCE AVAILABLI 
calling on all Major zat irdware a ware, Gar 
Supt Kood chain and Auto cll 
WW be thered w th a lot oft 
nization 
ATICITIE available ON I 
Chestnut & 56th Sts., 


cat 7 ¢ ? Sales 
HARDWARI 


phia 39, Pa 


Write for Free 
Mhiclaehitia- 


Chestnut & 56th Sts., Philadelphia 39, Pa. 








SALESMAN 
retail 


baitimore 


WITH ENPERIENCE 
hardware stores and lumber 
City and ad) counties 
aggressive firm covert ig 
irrounding areas 
Chestnut & 


{ illing 
yards in 
would like 
this Same 
,0OX ] 20 c/o 
56th Sts., Phi ladel 


acent 


rritory and Ss 
ILARDWARE AGE. 
nia 9, Pa 


MANUFACTI 
PRESENTLY 


TRERS 


coverit 


REPRESENTATIVE 
rt New York State servic 
Plumbing, Aut Indus 
il and Hardware Jobbers seeks additional line 
m Prime Manufacturer Box 1 ‘ HARD 
ARE AGE, Chestnut & 56th Sts.. tladelphia 39, 


motive, 


Pa. 





Help Wanted 








PLANT MANAGER 
BUILDERS’ HARDWARE 


Experienced Manager needed to personally direct 
Engineering, Production, Purchasing, quality and 
product development for manufacturing 
plant engaging under 200 employees. Located 
n Pennsylvania. Excellent opportunity for the 
right man who desires personal recognition and 
an interesting challenge. Full Company bene 
fits. Salary to commensurate with experience 


Box 1133, c/o HARDWARE AGE 
Chestnut & 5éth Sts., Philadelphia 39, Pa. 


new 








SALES EXECUTIVE 


High 4 to 5-figure salary plus opportunity for 


profit participation. No. 2 man in company 
selling products to jobbers throughout U. § 
Age 28-42. Must know distr 


in Hardware and Housewares field thoroughly 


ibution channels 


and be willing to travel. Home office in Middle 


Atlantic States. All replies confidential 


Box 1231, c/o HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











rAtIl 
establis! 
Y ork 


sale Ss 


WHOLESALE AND RI 
H}LARDWARE FIRM well 

\ Manhattan, New 
side men tor ' 
Highest salaries plus ad 
qualifications, experience id 
Box 1224, c/o Harpwaret 
Philadelphia Fa l’a 


ntown 
enced in 

hipping, ete 
teply stating 
desired 


stnut & 56th Sts 


SALES MANAGER for full-line hardware 
wholesaler. This Middle Atlantic Wholesaler, a 
member of PRO Hardware Group of distributors, 
has immediate need for man between 30 and 45 
to lead force in selling PRO Hardware 
Retailer Franchise to hardware dealers. Exnet 
ence with associated-store or chain-store hard 
lines selling highly desirable. Top salary and 
excellent fringe benefits Give complete back 
ground of experience. All replies will be held 
in strictest confidence Write or phone PRO 
H: ares ARE, INC., Box #58, Larchmont, New 
Yor , 


sales 





Business Opportunities 








WANTED SPECIALTY JOBBERS 


Traveling 3 to 10 men in the 
southwestern and northwestern states. We 
good proposition for you to 
complete fastener line that will fit in 
your present operation. Write 


SHARON BOLT & SCREW CO., INC. 
Endicott St.. Norwood, Mass 


midwestern, 


sell a 
with 
eta is 


have a 


us for ad 











MR. MANUFACTI 
sales pr wblem ? (an vo sell as 
produce ? We have a national 
m all Major Hardware, Houseware, Garden swuy 
ply, Food chain and Automotive accounts. We have 

New Yorl ehou and are able to handle 
shipments am vill one is available We 
ire pen f ‘ \ ney ae: Ox 1217 f ) 
HARDWARE Chestnut & 56th Sts., Phil ide! 
phia 39, P 


RER l) 
much as you Cat 


‘1% 
sales torce calling 


\ RARE BARGAIN Or $15.00 ¢f 
ee | trial assortment containing one-half 
ch of « ifty most popular brass key 
blank uaranteed'! re 
CHAIN CO., 
chain), 81 


dozen 


blanks very ler toda 

HAZELTON a poet aga Pat 

key blanks & Kemble St., 
\ 


LY, iss 


sash 


retail] store ks 
Located in 
area ( lean 
and paints with fran 
television 
long term 
SAC rift ¢ 
d ill health 


AGE, 


MARDWARE APPLIANCE 
ished tor overt 40) 

i Tornia tt maiti she 

hardware, he 


brand name 


years centra 
ipping 
gitts 
appliances and 
store and fixtures Excellent 
volume for 1957. $300,000 
helow cost due t age ar 
Box M-26, « HARDWARE 


6th Sts Philadelphia 39, Pa 


stock of 


usewares, 


Modern 
} 


lease Sales 





Positions Wanted 





\RTMENT. Mar 


STORE OR DEP , 
Hardwa 


Mater ils ncer? Reta 
rs experience with 3 
Sales meeting 

rn promoting stable 
ons. Applicant inte 
entiality and salary 
children Resume 

LLARDWARE Ace, (¢ he 

phia 39, P 


cirectt 


WHOLESALI 


Mal 


HARDWARE EXECUTIVE 
izwement posit ' } ’ ole yley - 


y rk, uUvpeT ee | 


wants 
ipper 
stern 


raw ire 


New DI 
Ohio kx perien 
management; cat 
known in western New 
vamia and wnorther: ( >} 
1226, c/o HARDWARE 


Philadelphia 39, 





SCREW ANCHORS and JACK NUTS 


Want more facts? Circle 142, p. 45 


on ae) 12 
Reading, Pa. 
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Index to Advertisers 





THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. Every care is 
taken to index correctly. No allowance will be made for errors or failure to insert 
B F M Samson Cordage Works 63 
Breeze Corp., Inc. 59 Forsberg Co., H. 57. Marshalltown Trowel Co. 72 slaymaker Lock Co. 78 
Fram Corp. 16-17 | Miller & Co. Inc.. Robert E. 78 Specialty Plastics Co. 72 
Fuller Tool Co. 57 | Minnesota Mining & Mfg. Stanley Works 49 
C Co. 63 
Molly Corp. 77 
e i , T 
Compe H Chein Co oF G Morton Salt Co. 4| 
Champion Brass Mfg. Co. 65 | Gibson Good Tools, Inc. 6| Thompson Co., Inc., E. A. 68 
Champion DeArment Tool Graham & Co.. Inc.. John H. N 
Co. 6 King Cotton, Cordage. |, 80 . : y 
Seymour Smith & Son, Inc. 15 National Screw & Mfg. Co. 79 
Gries Reproducer Corp. 69 Nicholson File Co. 4 United States Caster Cup 
D Corp. 
Dayton Bait Co. 62 7 P Sub. Childlore Corp. 63 
Desmond-Stephan Mfg. Co. 69 — a es ‘a 43 Porker Sweeper Co. 3 Upland Industries, Inc. 72 
Devcon Corp. iI , | Pioneer Gen-E-Motor Corp. 13 
Hyde Mfg. Co. 47 
Diamond Tool & Horseshoe Plymouth Cordage Co. 39 WwW 
Co. 2 | Por-O-Por Co. of Forida 65 
Disston Div. J | Porter-Cable Machine Co. 19. 20 ata pear best 61 
estern loo tamping 
H. K. Porter Co., Inc. 68 Jefferson Screw Corp. 64 | ggg nM. K. 68 Co. 54-55 
DuPont de Nemours & Co., Jenkins Bros. 60 | " White Metal Rolling & 
Inc.., E. I. Stamping Corp. 73 
Potyenemicals-Plastics L | > Woodhill Chemical Co. | 
Zytel 93 | Sager Weatherstrip & Calk- Wright Steel & Wire Co.., 
65 


Dykem Co., The 68 Lamson & Sessions 9{ ing Corp. 73 CG. F. 


2 oh Se ak Set ae RR Re Re 


F siaymaker offers * 
FREE RACK 


to display locks in 


cs Packed Locks wevend Others. as Much as -+ to 1 





NEW 
IDEAS 


Start a profitable Rental Business. 12 p. reprint 
tells what to rent, how to set charges, customer 
agreements, bookkeeping forms, and other in- 
formation. Send 25¢ to Reader Service Dept. 
for your copy. 





ee -Pack Ack you! pope Or write 


SLAYMAKER LOCK CO, e LANCASTER, PA. 


Pr er of Brass Po 


ee 


po id, our ter OT Din YOU | enioy fi! 
/ 
7 +}, Clauwmn oF nar ec r 
y VU make vv ly }xe paqdi KS 
“7 : 





Cc 2 
ne 


nens-exapsanemnamnammanmcnennaiiadanamenenttiecsenanitll 
_ Want more > facts? Circle 143, p. 45 


Chestnut & 56th Sts., Philadelphia 39, Pa, 
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one set of 4: Saaher 


card 










GENUINE, ORIGINAL 















REGULAR— 


7 sizes for every need 


INSULATED 
FURNITURE GLIDES 


\\ 
= 
NN 


FURNITURE LEVELER—> 


Adjustable Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


NN 


GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 

SIZES AND TYPES 
FOR ALL WOOD OR METAL FURNITURE. 


ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 


AM gZ 


SIZES—I"" base, 4 on 
card: I'4"", 2 on card; 
1'/,"", 2 on card. Drive 
into universal socket 
or 5/16" hole. 


itd 


One set of 4 in a 

3-color box. !2 boxes 

in a 3-color display carton. 

SIZES: I'/2"", 1%", %e', %", %", Ya". BH". 








Ask your Jobber or write— 





= Extra case hardened. Excellent mirror finish, plus DOMES fe); SILENCE 
SD cee & a heavy nickel plate. 


RUBBER-CUSHIONED! 





Want more facts? Circle 144, p. 45 
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| { BETTER B BUY NATIONAL |] za 


ee —_ 








OS 
“NAT” STANDS OUT 


for one-source buying 


Want to reduce your fastener handling and ordering problems? 
Switch to one-source buying. National stands out as your most logical single source 
because: 1. It’s the complete line. 2. Packaging is uniform, colorful, with buy appeal. 
3. Color-coded labeling makes stock handling easier. 4. Quality is unsurpassed 
assures constant customer satisfaction. 

Standardize on National and eliminate costly prob- 
lems of multiple-source buying and handling. Sell 
National, and you'll be selling the complete quality 

line—the one that stands out. 


Ask Your Distributor... He Knows 


— a 
i AR 


oy, : y oe THE NATIONAL SCREW & MFG. COMPANY 


: Ny CLEVELAND 4, OHIO 
bet cunane Pacific Coast: National Screw & Mfg. Co. of Cal. 
/’ 3423 South Garfield Ave., Los Angeles 22, Cal. 


HESTER | 4): 
HOISTS ’ 


/ 





